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ORGANIZATION WHOLLY LEGAL 


UPHOLDS BALTIMORE BOARD. 
Maryland’s Attorney General Favors 
Concerted Action in Naming Fire 


Insurance Rates. 


Maintaining that open competition 
with respect to fire insurance rates 
would result in loss to the general 
public, Attorney-General Isaac Lobe 
Straus, of Maryland reported adversely 
to the Governor of that State upon 
the petition of a disgruntled individual, 
praying that the Association of Fire 
Underwriters be held an illegal body. 

The conclusions of the Attorney- 
General are as here given: 

“A combination of insurance under- 
writers or agents to control and main- 
tain rates and limit competition, which 
is not shown to be harmful to the 
public, is not illegal. The courts recog- 
nize the peculiar nature of fire insur- 
ance business and the circumstances 
affecting it, as well as the economic 
and commercial principles intrinsically 
involved in the business in its relation 
to the public, which have been above 
adverted to, and have not hesitated to 
acknowledge the obvious fact that such 
combination, instead of being injurious, 
may be advantageous to the people and 
tend to their benefit and protection. 

“The sound and true doctrine of the 
law upon the subject, in my judg- 
ment, is that combinations or agree- 
ments between insurance underwriters 
and their representatives relating to 
insurance are ordinarily valid at com- 
mon law unless they are unreasonably 
or, What is the same thing, injuriously 
in restraint of trade. 

Open Competition Undesirable. 

“It seems to me to be beyond ques- 
tion that open competition as to rates 
in the field of fire insurance is decidedly 
undesirable because invariably pro- 
ductive of evil, injury and loss to the 
public. Equitable and uniform rates 
require combination and co-operation 
among the underwriters. This being 
true, before the State, the chief guar- 
dian of the public interests, undertakes 
to dissolve the corporation of the 
Batimore Fire Underwriters’ Associa- 
tion, fonmed to ascertain and maintain 
rates of fire insurance in Baltimore 
city, the State should have at least 
reasonably clear proof that the con- 
tinued existence of the corporation will 
be an injury or menace to the public. 

“No such proof has been adduced, 
nor have any facts been laid before me 
to lead me to conclude that this cor- 
poration is working or threatening 
harm to the people of Baltimore. 

Combination to Fix Rates. 

“When it is remembered that in 
almost every large city of the Union 
there is some form of combination be- 
tween insurance agencies or companies 
to fix and standardize rates, with many 

(Continued on page 14.) 
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Organized 1853 


THE HOME 
Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 
$30,178,913 
16,349,300 
1,500,000 
12,329,613 


Assets, January Ist, 1911 

Liabilities (including capital)........... i ahbons abs 4o dene eenuys 
Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves................00--0e005 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





North British 
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Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 
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THE EXAMINATION 


into the affairs of the 


Pittsburgh Life and Trust Company 


BY THE NEW .YORK INSURANCE DEPARTMENT 
Has Just Been Completed. The Report Sets Forth: 


That the affairs of the Company 
are in good condition 


That the policyholders of the entire 
Company are being treated fairly 


That the Company is steadily in- 


That such condition appears to be 
creasing its business 


the result of the management 
That the expenses incurred are well within the lawful limitations 


The above is certainly a high compliment coming, as it does, from the Depart- 
ment of the State that recently enacted the most exacting laws for the conduct of 
ife insurance companies that are on the statutes of any commonwealth. No other 
life insurance company has been admitted to the State of New York since the 
enactment of these laws. 


W. C. BALDWIN, President 
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| REDUCED RATES-NEW FEATURES 


| ADOPTED BY PITTSBURGH L, & T. 
} 


Company Clips Margin on Participat- 
ing Premium—Double Indemnity 
and Total Disability Provisions. 


of the 
field 


will 


The New Year's greeting 
Pittsburgh Life & Trust to 
force, poiicyholders and friends 
combine two features, either of which 
would materially the 
of the institution. A sweeping 
reduction is made in premium rates— 
bringing the charge for a participating 
contract close to that of the 
non-par. rate—and at the 
new policies will be issued containing 
liberal 
new 


its 


increase popu- 


larity 


average 
same time 
many new and features 

An idea of the 
ing may 
following condensed 


rates, participat- 


basis, be obtained from the 
schedule 
15P.L. 20 P.1 
$32.70 $26.34 
39.7% 32.78 
50.47 43.34 51.89 
68.59 61.73 65.24 
Double Indemnity—Total Disability. 
Among the incorporated in 
policy forms are 
for double indemnity 
dental death and in 
event the insured becomes totally and 
permanently disabled. A slight charge 
is made for these benefits, as will be 
noted by the following: 


20 Yr. End 
$44.53 
46.80 


features 


the new provisions 


in of acci- 


special 


case 


benefits 


20 Yr. End 
$47.07 
49.44 
54.94 
69.24 


Ord. L. 20 P.1 
$21.45 $28.88 
27.9% 35.42 
39.67 46.39 
61.16 65.73 
Some Policy Features. 


Besides many other excellent fea- 


'| tures, the policies will contain new, in- 


and beneficial life income 

provisions, the insured being enabled 
thereby to provide for his beneficiary 
in case of his death, or for himself if 
he lives, a monthly or yearly limited 
or continuous life income. 

Another up-to-date feature, as above 
| stated, is a provision for double indem- 
nity providing for the payment of dou- 
| ble the face of the policy in casé f 
accidental death. 

Total disability benefits are 
vided for. In the event the 
| becomes totally and permanently 
labled, the company will 
insured, the subsequent 
they shall become due; or in lieu there- 
of, the insured may elect to hav I 
face of the policy paid to him 
in twenty equal payments, ’ 
providing an annual income for him 
self while still living and in a disabled 
|}condition. In case the insured dies be- 
fore the twenty income payments shall 
have been made, the remaining pay- 
ments will be, in like manner, paid to 
the beneficiary. 

Death or Surrender During Policy Year 

Other evidence of the Company’s 
|liberality in treatment of 
|holders is shown by the following 
visions: “If this policy becomes 
claim by death, a 
of the current year’s dividend wil 
| paid with the claim.” 

The unfortunate policyholder who is 
}unable to continue, is more than fairly 
|} treated in a provision that where the 
insured applied for_a cash surrender 
value or paid-up insurance (when 


teresting 


also 


pay, 


premiums 


its 


poli y- 
pro- 


proportionate 


pre- 
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miums have been paid on a quarterly 
or semi-annual basis) he will receive 
a proportionate value for that part of 
the vear’s premium over and above the 
full years paid. (For example, at age 35 
on the 20 payment life plan, should the 
insured surrender his policy at the end 
of 5% years, instead of receiving, as 
has been the practice in the past, the 
fifth year cash surrender value, he will 
receive in addition, one-half of the dif- 
ference between the cash surrender 
value of the sixth year, $129 and the 
fifth year $96, or $12, giving him a 
total surrender value of $180.) 

The policies will contain a very lib- 
eral automatic premium loan feature, 
continuing the insurance in force as 
long as there is sufficient value to pay 
even a monthly premium. During the 
time’ the policy is so continued in 
force, the payment of premiums may 
be resumed without evidence of insur- 
ability. 

Privilege of Conversion. 

The privilege is given to the insured 
of converting the policy, without medi- 
cal re-examination and without any 
loss of equity, from the endowment or 
limited payment life forms to the ordi- 
nary life plan. By this feature the in- 
sured is enabled to adjust his life in- 
surance at any time in accordance with 
his circumstances. It is often the case 
that a young man takes out an endow- 
ment policy which was probably: best 
for his ‘condition at that time. Later 
on he is married and has a family. He 
then finds the need of more insurance 
but cannot afford it. This conversion 
privilege will allow him to change his 
policy to an ordinary life without loss, 
and the saving in premium he could 
invest in new insurance. 


Full Schedule of Rates. 
Complete schedules of rates on the 
life and endowment plans are given 
herewith: 
Whole Life and Limited Payments. 
AGE Ord.Life 10P.L. 15P.Qife 20 P. Life 


15 $15.44 $36.79 $28.35 $22.47 
16 15.67 37.25 28.68 22.75 
17 15.91 37.78 29.02 23.03 
18 16.17 38.20 29.38 23.33 
19 16.44 38.70 29.75 23.64 
20 16.72 39.22 30.14 23.96 
21 17.01 9.76 30.54 24.30 
22 17.46 40.42 31.06 24.78 
23 17.93 $1.09 31.58 25.28 
24 18.41 11.80 32.13 25.80 
25 18.91 42.52 32.70 26.3 

26 19.44 B20 30.28 26.89 
27 19.99 $4.05 39.89 27.46 
28 0.55 44.86 34.53 28.05 
29 21.15 45.70 35.19 28.66 
30 21.77 16.57 35.87 29.29 
31 22.42 $7.48 36.59 29.95 
32 23.09 48.42 37.02 80.62 
33 23.79 19.40 38.10 $1.31 
34 24.52 50.40 38.89 32.03 
35 25.29 51.46 39.73 32.78 
36 26.11 52.55 40.60 39.07 
37 26.98 53.68 41.50 34.40 
38 27.93 54.87 42.46 35.30 
9 28.96 96.10 43.45 36.27 
40 30.08 7.36 44.47 37.33 
41 $1.27 58.71 45.58 38.43 
42 32.50 60.09 46.71 39.58 
43 33.81 61.55 47.91 40.78 
44 35.18 63.05 49.16 42.03 
45 36.62 64.63 50.47 43.34 
46 38.15 66.29 51.88 44.72 
47 39.79 68.01 53.3% 46.20 
48 41.56 69.83 54.90 47.80 
49 43.47 71.71 96.53 49.52 
50 45.53 73.70 58.27 51.36 
51 47.74 75.78 60.11 53.35 
52 49.86 77.96 62.05 55.24 
53 52.14 80.24 64.10 57.26 
54 54.58 82.63 66.28 59.43 
55 57.16 85.14 68.59 61.73 


Country Business. 

The Security Agent points out that of 
the total population of the United States 
—91,972,000—60 per cent. live in the 
country; that rural business is the larg- 
est, its life the longest and its acquire- 
ment the easiest. 

What a combination for the progres- 
sive solicitor: Largest business, easiest 
to procure and most persistent once it 
is obtained. 


Endowments. 

AGE 10 Yr. End. 15 Yr. End. 20 Yr. End. End, at 60 
15 $99.11 $61.90 $43.72 $20.38 
16 99.14 61.92 43.75 20.80 
17 99.16 61.96 43.78 21.24 
18 99.19 61.99 43.82 21.70 
19 99.21 62.03 43.85 22.19 
20 99.25 62.06 3.89 22.71 
21 99.28 52.10 43.93 23.27 
22 99.31 62.20 44.08 23.93 
23 99.35 62.31 44.22 24.65 
24 99.38 62.41 44.38 25.41 
25 99.42 62.52 44.53 26.25 
26 99.46 62.64 44.69 27.04 
27 99.51 62.75 44.87 27.95 
28 99.57 62.88 45.06 28.92 
29 99.62 63.01 45.26 29.97 
30 99.68 63.16 45.47 31.17 
31 99.74 63.29 45.71 32.36 
32 99.82 63.44 45.95 33.65 
33 99.89 63.60 46.21 35.05 
34 99.98 63.77 46.49 36.55 
35 100.07 63.95 46.80 38.18 
36 100.39 64.20 47.13 39.82 
37 100.73 64.48 47.48 41.84 
38 101.07 64.76 47.88 43.94 
39 101.43 65.07 48.31 46.23 
40 101.81 65.40 48.76 48.76 
41 102.21 65.83 49.29 51.77 
42 102.63 66.29 49.85 55.11 

3 103.08 66.78 50.47 58.87 
44 103.57 67.32 51.15 63.10 
45 104.08 67.91 51.89 67.91 
46- 104.66 68.86 52.72 73.55 
47 105.27 69.81 53.63 80.07 
48 105.93 70.66 54.64 87.68 
49 106.65 71.68 55.7 96.66 
50 107.45 72.81 57.03 107.45 
51 108.30 74.05 58.54 
52 109.23 75.40 59.98 
53 110.25 76.88 61.58 
54 111.37 78.50 63.35 
55 112.58 80.27 65.24 


Policy Conditions Summarized. 

A summary of the conditions and 
features of the new forms is as fol- 
lows: 

Policy issued in consideration of the 
premium. 

Ail claims paid upon receipt of due 
proofs of the death of the insured. 

Dividends payable annually begin- 
ning at the end of the first year, not 
dependent upon the payment of the 
succeeding year’s premium. 

Dividends may be used in reduction 
of the premium, withdrawn in cash, 
permitted to accumulate at 3% per 
cent. interest, interest to be com- 
pounded annually, or in purchasing 
paid-up additions. 

Accumulation of dividends may be 
withdrawn on any anniversary and un- 
less the insured otherwise elects with- 
in three months, dividends will be ap- 
plied to the purchase of paid-up addi- 
tions. 

Provision is made for loan at the end 
of the first year, interest at 5 per cent. 

Paid-up or extended insurance at the 
end of the first year. 

Cash surrender value at the end of 
the third year, which may be with- 
drawn in one sum or as a limited or 
continuous income. 

Lien note will ‘be accepted in pay- 
ment of the premium, policy not being 
required as a pledge. 

Automatic premium loan is granted. 
If any premium is not paid, the Com- 
pany will apply the accumulation of 
cash dividends in payment of premi- 
um. If there are no accumulations of 
dividends, or if accumulations are not 
sufficient to pay a full premium, the 
Company will advance the remainder 
of the premium as a loan against the 
policy, provided the available loan 
value is sufficient to enable such ad- 
vance. If insufficient to pay the entire 
premium, an advance will be made for 
the proportionate part of the year’s 
premium not less than one month. 
While the policy is thus sustained in 
force, all options will remain in full 
force. 

If the premiums are paid quarterly 
or semi-annually, a proportionate cash 
or paid-up value will be allowed for 
that part of the year’s premium over 
and above the full years paid. 

The policy may be reinstated at any 
time. 

If the policy becomes a claim by 


(Continued on page 5.) 





OUR POLICIES 


may not sell themselves 
but their low net cost 
make them easy for agents 
to sell. 


We shall be glad to 
show you our new dividend 
schedule and enable you to 
make your own comparisons 








UNION CENTRAL LIFE INSURANCE CO., 
L. L. HOPKINS, General Manager 


No.1 Madison Avenue, New York City 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 


NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 


Protects against Natural Death, Doubles the Payment in the 
event of Accidental Death. Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 


THE MOST DESIRABLE POLICY FOR ALL AGES 


Address CHARLES F. COFFIN, 
2nd Vice President 
1231 State Life Building 














Good Territory and 
Remunerative Contracts 
for Men Who Can “‘ Do Things’’ 











[| 


OU are in the insurance business to 
make money; but if you are doing a 
general insurance business are you earning 
as much as you might if you devoted your 
entire time to Life underwriting? Many rep- 
resentatives of the Equitable who formerly 
transacted a “fire” or “miscellaneous” 
insurance business have tripled their in- 
comes by devoting their entire time to life 
insurance work. In the life insurance 
field, every man and woman is a possible 
customer and if you become identified with 
the Equitable you can offer the most truly 
liberal policies coupled with the utmost 
security. 
For agency positions address 
G. T. WILSON, 2nd Vice President 
120 BROADWAY NEW YORK 
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MUST PAY “DIVIDEND” TAX 


TO BE PENALIZED FOR MISNOMER. 








Government Had Only to Point to 
Company Literature to Interpret 
“Dividends.” 





As foreshadowed in The Eastern Un- 
derwriter of November 16, the Federal 
Government has at last fastened its tax 
tentacles in the return surplus funds of 
the life insurance companies and by a 
decision of the Commissioner of Inter- 
nal Revenue just placed in the hands 
of the Internal Revenue agents through- 
out the country, hundreds of thousands 
of dollars will be drawn annually from 
the return premium surplus of all par- 
ticipating life insurance companies. 

It is practically a certainty that the 
companies will not submit to this enor- 
mous tax without a final decision by a 
competent court based wholly on the 
facts of the matter. A test case will 
undoubtedly be decided upon and this 
will be carried to the highest court if 
necessary, although the opinion. of 
some of the leading life insurance men 
is that the Internal Revenue Commis- 
sioner’s ruling will not stand the test 
of legal evidence. A close estimate of 
the amount of the tax on participating 
companies is between $400,000 and 
$500,000 the first year. The amount 
would continue to increase each year 
and would be one of the greatest 
drains ever put upon the business. 

The excuse for the ruling was, of 
course, the use of the word “dividend” 
to describe the return premium pay- 
ments. The life insurance companies 
were able to demonstrate that these 
funds were not dividends in the com- 
mercial sense, but were a return of 
the unused portion of the premium. The 
Internal Revenue Commissioner disre- 
garded the accounting status of the 
funds and merely pointed to the litera- 
ture, advertisements and policy state- 
ments of the companies, from which, he 
said, the policyholder could draw no 
other conclusion than that the return 
payments were dividends in the com- 
mercial sense and constituted part of 
the company’s income. The argument 
was unanswerable from that point of 
view, for the companies admit that the 
stress of competition has Lrought about 
this misnomer and misconstruction of 
the return premium payments, and 
aithough the decision of the department 
is a gross injustice to the companies, 
it had practically no other course, ac- 
cording to the commissioner, in the face 
of the companies’ own designation of 
the payments as “dividends to be de- 
clared by the board of directors.” 

Decided on Popular Use. 

Referring to the contention of the 
companies on the interpretation of the 
term “dividend,” Commissioner Cabell 
said: 

“A careful consideration of the lan- 
guage used by Congress on this subject; 
a consideration of the provisions in 
the policy contracts relating to divi- 
dends; the statements of the insurance 


companies to their policyholders; the 
statements made by the insurance com- 
panies to the public generally through 
their authorized advertizements, their 
literature and by their agents; and the 
sworn reports of tle insurance com- 
panies made to the various state dau- 
thorities, show that this contention is 
untenable. 

“The language in the various policies 
differs a little, but the contract itself 
sets out specifically that the policy shall 
entitle the holder annually or at stated 
periods, to a dividend which shall be 
the distributive share of the policy in 
the surplus of the company, the amount 
thereof being fixed by the board of di- 
rectors or in some other designated 
method. 

“In the authorized literature sent out 
by each of the various companies the 
amount of the dividend is in general 
made the most prominent feature, and 
as is a matter of common knowledge of 
every person who has reached the age 
of maturity, each and every one of the 
agents of these companies presents a 
mass of alleged facts and figures show- 
ing the financial benefits to be derived 
by taking a policy in any given com- 
pany on account of its large annual sur- 
plus and the dividend to be declared on 
the policy as a result thereof. In fact, 
in the current magazines, street car 
advertisements, etc., one is confronted 
with allegations set forth in attractive 
type, of the dividends earned and de- 
clared on the policies of one or another 
of these companies. 

Impossible to Rule Otherwise. 

“In all of the policy contracts and in 
the literature and representations of the 
agents and officers of the respective 
companies, the amounts thus paid to 
tne policyholder are designated divi- 
dends, are treated as dividends so far 
as appears both by the companies and 
the policyholders receiving them, and 
an examination of the sworn reports 
furnished by these insurance companies 
to the various state officers discloses 
the fact that these amounts are still 
called dividends and treated as divi- 
dends, and in the face of these facts it 
becomes an impossibility for this office 
to rule that such dividends should be 
considered under any other designation 
or that the amounts so paid should be 
deductible from gross income in making 
the returns of annual net income. 

“It was vigorously contended by 
counsel, representing certain of these 
companies, that it was necessary at the 
outset to disregard entirely the policy 
contracts, the published literature, the 
representations of officers and agents, 
the sworn returns to state authorities 
and to consider the proposition only 
after these items had been eliminated; 
that owing to the exigencies of business 
and the competition of insurance com- 
panies, it was necessary in order to 
secure new business to convince the 
prospective policyholder of the desira- 
bility of the same, and that this com- 
mercial necessity had resulted in the 
companies making misrepresentations 
of facts as to dividenis to their pros- 
pective purchasers of insurance, and 


that names and designations having a 
single specific meaning in the commer- 
cial world, and which were, therefore, 
attractive to prospective policyholders, 
had been adopted to represent transac- 
tions which they now hold are entirely 
different from what their name implies 
and represents and from that which the 
policyholder himself believed he was re- 
ceiving, and that business necessities 
had caused a continuance of these mis- 
nomers. It was represented that in fact 
there were no dividends, but merely a 
refund of overcharges, which, for rea- 
sons above stated, were usually referred 
to as dividends. 


Actua! Possession Not Necessary. 

“The second contention, and the one 
most vigorousiy advanced by many of 
the companies is that granting that 
dividends paid to policyholders in cash 
are dividends within the intent of the 
statute, when such dividends are applied 
to (a) the payment of renewal prem- 
jums; (b) applied to shorten the en- 
dowment or premium paying period; (c) 
applied to purchase paid-up additions 
and annuities, they are not dividends 
but refunds applied as stated. The con- 
tention is that the company does not 
actually receive the money and that it 
is not, therefore, to be taken up in the 
income accounts, but that owing to pro- 
visions of local statutes over which they 
have no control, they are forced against 
their will to take up these items on 
their ledger accounts and on their 
sworn statements as income. 

“The insurance company declares a 
dividend and the policy contract gives 
the insured, in whose favor the divi- 
dend is declared, the absolute direction 
of its disposal. He may direct that it 
be paid to him in cash or he may direct 
its disposal as hereinbefore stated, by 
the company, which acts as the agent 
of the policyholder in applying the divi- 
dend as he may direct. The dividend 
having been regularly declared, the 
amount belonging to each policyholder 
is entirely within his control in accord- 
ance with the terms of his contract, and 
he may and must direct its cisposal as 
stated. For purpose of illustration, sup- 
pose a policyholder elects to direct the 
disposition of his dividend to the part 
payment of his next renewal premium. 
The company contends that such an 
election on the part of the policyholder 
is a rebate on the part of the company. 
When we consider, however, that the 
title to this dividend has already vested 
in the policyholder, it would appear that 
there is no abatement of premium, but 
that the policyholder who pays a con- 
tinuing annual premium, remits to the 
company a certain portion of that prem- 
ium in cash and directs that the com- 
pany take the amount of dividend due 
and payable to him and add it to the 
amount remitted in cash in payment of 
the premium then due to the company. 
The policy contracts of the companies 
themselves, the receipts for premium 
payments and the whole transaction ap- 
pears to establish this beyond any ques- 
tion. 


“The various agents will, therefore, 





A GIFT 


WITH A PURPOSE 








In this season of Gifts 
we try to combine in the 
giving the pretty senti- 
ment of REMEM- 
BRANCE, with useful 
purpose. That is the 
ideal gift. If a gift 
makes us happier, it is 
good; if it also makes us 
BETTER, it is the gift 
of gifts. Mr. GENERAL 
AGENT, your men who 
have made your year a 
happy and a prosperous 
one, are entitled to re- 
membrance. What more 
fitting gift to convey 
your appreciation than 
THE EASTERN 
UNDERWRITER 
not once, but fifty-two 
times and every week 
during the year? That 
is the gift with a pur- 
pose—to make them 
better men; better in- 
surance men. Try the 


PURPOSE GIFT. 
RST a 





HE EASTERN 


UNDERWRITER 


105 William Street 
New York City 





continue to make up the returns from 
the ledger accounts of the insurance 
companies, recommend disallowance of 
any deduction claimed on account of 
dividends, and report as items of income 
all dividends declared by insurance com- 
panies and repaid to the insurance com- 
panies by direction of the owner there- 
of, even though the physical possession 
of such dividends shall have continued 
with the company.” 
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THERE IS OPPORTUNITY FOR REAL ADVANCEMENT 


in Prudential field work. 
occupying high places graduated from the ranks. 





Write us about an agency. Good Contract. 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Home Office, NEWARK, N. J. 


Most of the men now 
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UNION CENTRAL DIVIDENDS 


SCHEDULE ON ISSUES OF 1911. 





Figures on Principal Forms Also Five, 
Ten, Fifteen and Twenty-Year 
Convertible Terms. 





In response to an inquiry by a sub- 
scriber we are supplementing the table 
of Union Central Life dividends for 1912 
which appeared in The Eastern Unider- 
writer of November 23d, with dividends 
on policies issued during 1911. It is 
not probable that the dividends on these 
policies for 1913 will equal the second 
year dividends in the schedule printed 
in the issue referred to, as policies is- 
sued prior to 1911 had no provision for 
a first year dividend. 

The 1912 schedule for 1911 policies is 
as follows: 


Ord. 20 Pay’t 15 Pay’t 15-Yr. 20-Yr. 30-Yr. 


Life Life End. End. End. 
$4.11 $4.25 $5.11 $4.65 $4.20 
4.18 4.32 5.17 4.71 4.27 
4.26 4.40 5.23 4.78 4.34 
4.32 4.47 5.30 4.84 4.39 
4.41 4.54 5.36 4.91 4.47 
4.49 4.64 5.44 4.97 4.54 
4.57 4.73 5.51 5.06 4.62 
4.68 4.82 5.59 5.123 4.70 
4.77 4.93 5.68 §.21 4.80 
4.87 5.02 5.77 5.30 4.89 
4.99 5.15 5.86 5.40 4.99 
5.11 5.26 5.98 5.52 5.00 
5.23 5.40 6.08 5.62 §.22 
5.36 §.52 6.19 5.75 5.3 
5.50 5.66 6.32 5.87 5.45 
5.65 5.82 6.46 6.16 5.60 
5.80 5.99 6.59 6.31 5.75 
5.98 6.15 6.76 6.47 5.92 
6.16 6.34 6.92 6.66 6.10 
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6.80 6.99 7.50 7.30 6.72 
7.04 7.23 7.73 7.56 6.95 
33 7.98 7.84 7.22 
7.61 7.79 8.25 8.14 7.50 
7.92 8.11 8.55 8.47 
8.28 8.47 8.87 8.84 
8.65 8.85 9.23 9.25 
9.08 9.27 9.64 9.72 
9.54 9.74 10.08 10.21 
10.06 10.26 10.57 10.76 
10.62 10.81 11.10 11.34 
11.23 11.42 11.70 12.00 
11.99 12.00 12.33 12.71 
12.42 12.82 13.04 13.51 
13.48 13.60 13.81 14.35 
14.299 1446 14.65 15.29 
15.23 15.40 15.56 16.32 
16.26 16.42 16.57 17.43 
17.40 17.55 17.67 
18.62 18.76 18.88 
19.96 20.09 20.20 
21.54 21.62 





Convertible Term Dividends. 
The schedule of dividends for 1912 
payable on 5, 10, 15 and 20 year con- 


BUFFALO LIFE UNDERWRITERS. 





L. Brackett Bishop and Wilbur S. 
Tupper, President of the Niagara 
Life, Address Association. 





The Life Underwriters’ Association 
of Buffalo held a banquet at the Hotel 
Iroquois last Thursday evening and 
among the guests who spoke. were 
L. Brackett Bishop, president of the 
National Association of Life Under- 
writers and Wilbur S. Tupper, presi- 
dent of the Niagara Life, and several 
others. W. D. Camp, president of the 
association, acted as toastmaster. 

Mr. Bishop in his address advocated 
Federal regulation of insurance com- 
panies and spoke on some of the re- 
quirements of the business. He ex- 
pressed the wish that the Buffalo 
branch would increase its membership 
before the next meeting of the national 
association, which will be held in Mem- 
phis next October. 

Comptroller Justice offered two sil- 
ver trophies as prizes for the members 
who obtain the largest number of new 
members between now and the annual 
meeting of the Buffalo association. 

Mr. Tupper related some of the ex- 
periences he encountered during his 
twenty years as an insurance man. He 
compared the methods employed twen- 
ty years ago and the methods in vogue 
to-day. He declared that the insurance 
associations have done much to im- 
prove conditions, 


vertible term policies issued during 1911 
is given herewith. 


AGE 5 Years 10 Years 15 Years 20 Years 
A $2.61 $2.64 $2.66 $2.70 
Be eect’ 2.63 2.66 2.69 2.73 
we ateis 2.66 2.09 2.73 2.77 
DA: Sine 2.68 2.72 2.76 2.81 
eee 2.71 2.75 2.79 2.85 
- oe 2.75 2.78 2.83 2.90 
ser 2.78 2.82 2.88 2.94 
ee 2.82 2.86 2.92 2.99 
a .eaews 2.85 2.90 2.97 3.04 
Oe needs 2.90 2.96 3.02 3.11 
we. sauws 2.94 3.00 3.07 3.18 
ee ewes 3.00 3.06 3.14 3.25 
Re 3.06 3.12 3.22 3.35 
WR  skuate 3.11 3.19 3.30 3.44 
<ck-vs 3.18 3.26 3.37 3.54 
Oe - tapi 3.25 3.35 3.47 3.66 
ES 3.32 3.43 3.57 3.78 
rr 3.41 3.53 3.70 3.92 
_ Fare 3.51 3.65 3.84 4.09 
onan 3.62 3.77 3.99 4.27 
eee 3.73 3.90 4.14 4.46 
Se saxon 3.87 4.06 4.33 4.68 
Dw  sukous 4.02 4.23 4.53 4.92 
ee ee 4.18 4.43 4.76 5.19 
eae 4.3 4.65 5.02 5.49 
aero 4.58 4.90 6.31 5.82 
: ere 4.82 5.18 5.63 6.19 
eee eee: 5.10 5.49 6.00 6.60 
Me 5.42 5.86 6.41 7.07 
ot sawed 5.78 6.27 6.87 7.59 
Oe Wane 6.19 6.72 7.39 
ere 6.64 7.24 7.97 
_ eee 7.15 7.80 8.60 
are 7.71 8.44 9.30 
Oe ‘adalan 8.33 9.12 10.06 
. ee 9.03 9.91 aoe 
OF. scae0 9.80 10.76 
ers ee 10.64 11.69 
a xine 11.59 12.74 
ae 12.63 13.88 





EQUITABLE’S NEW DEPARTMENT. 





Group Insurance in Connection With 
Corporation Business—W. J. Gra- 
ham in Charge. 





President Day of the Equitable Life 
announces the transfer of William J. 
Graham, Western Superintendent, from 
Chicago to the home office of the 
Society, as superintendent of the “De- 
partment of Group Insurance,” the 
appointment to be effective January 1, 
1912. 

This announcement indicates a pro- 
cressive move on the part of the 
Equitable in the development of a new 
field and scheme of life insurance in 
this country. Corporations are more 
and more widely beginning to inaugu- 
rate pension funds and make life insur- 
anee provisions for their employes in 
their entirety. 

The department in the Equitable 
which Mr. Graham will superintend has 
been very recently established by the 
Society under the insurance assistant 
to the president, H. L. Rosenfeld, and 
has attracted a good deal of attention 
throughout the country from large em- 
ployers of labor. 

Mr. Graham is a well-known actuary 
and writer upon life insurance topics. 
He is one of the prominent members 
of the Actuarial Society of America and 
has had experience both as an executive 
officer of a western life insurance com- 
pany and in the field as an Equitable 
Superintendent in Chicago; besides 
which he is widely known in and out 
of the insurance world as a man of 
progressive ideas with great energy and 
capacity. His book—“The Romance of 
Life Insurance” which was published 
a few years ago when life insurance 
was so prominently before the public, 
attracted very wide attention by reason 
of its accuracy in portraying the true 
conditions, and demonstrated his very 
wide range of life insurance knowledge 
and his clear judgment upon vital in- 
surance problems, 

Mr. Graham will also give attention 
to the development of corporation in- 
surance which is being specialized by 
the Equitable because of the recognition 
of its growing importance in conserv- 
ing the interests of firms and corpora- 
tions by protecting the business against 
the loss of the brains and energies of 
its important men, 





Incorporated as a Stock Conpany by the State of Illinois 





INSURANGE, 


Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 


field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 














State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
INCORPORATED 1844 


PROSPERITY FIGURES 


INSURANCE IN FORCE - ~ - - - $140,710,898 
INCREASE OVER 1909 - ~ - - - 8,140,834 
Our agents had the most prosperous Year in the history of the company. 


INCREASE OF PAID-FOR BUSINESS OVER 1909 15% 








ASSETS - .» e a, ae eg $36, 327,079.03 
CEO se ee ek SS 33,371,841. 25 
SURPLUS MASS. STANDARD - - $2,955, 237.78 


ONLY HIGH CLASS MEN CONSIDERED 
EDGAR C. FOWLER, Superintendent of Agencies. 
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Mutual Life Insurance Company 
OF BOSTON, MASS.? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 





THIS AGENCY? 
IT DOES THINGS—TRY US 





WILLIAM N. COMPTON, General Agent 
Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 

















Great Southern Life Insurance Company 


Insurance written first year over 


SIX MILLION DOLLARS 


New Insurance Written During 1911 


January $627,400 
February 600,400 
March 655,585 
J April . 1,135,150 $3,018,535 


ADMITTED ASSETS 
$1,038,051.16 





We want good men to represent a good 
Company. Address 


O. S. CARLTON, Vice President 
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ENDOWMENT RATES REDUCED 


PREMIUMS FOR ALL FORMS. 





Maryland Life Swinging Into Line 
With Attractive Policies and 
Net Cost. 





Since W. H. Wootton took charge of 
the Maryland Life as third vice-presi- 
dent, having special charge of the agen- 
cy department, the company has made 
several changes of particular advantage 
to the men with the rate book, in ad- 
dition to extending the productive force 
very materially. 

We are in receipt of a new rate book 
issued by the company which shows a 
marked reduction in rates on endow- 
ment policies. The following tables 
give the rates on the various forms is- 
sued by the company: 


NON-PAR. 
10 Pay. Guaran 
Life 


PARTICIPATING 
Ord’y 


20 Pay. 15 Pay. 
Term 
$9.79 
9.90 
10.01 
10.13 


Bonus 





85.31 105.48 
88.66 108.91 


AcE 10-Year 
20 «$101.16 
21 101.24 
22 101.34 
23 101.44 





SSKatexeer: 
Siem omistste 


5S 120.59 
7) 


60 124.68 








Massachusetts Mutual Examination. 


examination of 
Massachusetts Mutual Life by the 
Home State department shows the 
Company to have assets of $63,354,339 
and a surplus of $4,439,662. 

Commenting on the methods of deal- 
ing with policyholders the examiners 
say: 

“Special attention was given to the 





The triennial the 


*d 10-Yr. 


company’s methods and practices in 
the adjustment and settlement of its 
policy claims, and its dealings with its 
policyholders were found to be just 
and fair. The company is efficiently 
administered in all its departments and 
the interests of its policyholders are 
carefully protected by the officers en- 
trusted with the management of the 
company’s affairs.” 





OLD PROVIDENT SAVINGS DEAL. 





C. C. McCarthy Enters Suit for $57,225 
Alleged Profits Against the 
Society. 





A petition in a suit filed in the Circuit 
Court at Louisville, Ky., deals with 
transactions which resulted in the 
change of control in the Provident Say- 
ings Life of New York in 1907. The 
plaintiff is C. C. McCarthy, who declares 
that he held one-fourth interest in the 
transaction whereby 1,047 shares of the 
stock of the society was purchased 
three years ago by a syndicate of four 
Louisville men. C. C. Bickel, Floyd Day 
and Florence W. Boone, executrix of the 
estate of the late George M. Boone, are 
the defendants. McCarthy charges that 
the stock in question was disposed of 
without his consent, and he asks $57,- 
225, which he alleges would have been 
his share of the profits in the deal. 





REDUCED RATES—NEW FEATURES 





(Continued from page 2.) 
death, the sum will be paid in one pay- 
ment, or if the insured has requested, 
or the beneficiary at the time of the 
insured’s death so elects, a monthly or 
yearly income, either limited for a 
specified number of years or for a cer- 
tain number of years and then contin- 
uing during the lifetime of the benefici- 
ary, will be paid. 

Grace of thirty-one days is allowed 
in payment of premiums after one 
quarterly premium has been paid. 

The insured may at any time change 
the beneficiary, if the policy has not 
been assigned. o 

The double indemnity and total and 
permanent disability may be canceled 
by the insured at any time and the pre- 
mium is reduced accordingly. In other 
words, the Company also issues its 
regular line of policies without the dis- 
ability and total indemnity feature. 





Appropriate Congratulations. 

In extending Christmas’ gre2tings 
through an attractively arranged folder, 
which contains photographs of members 
of the firm, Lockyer and Rhawn of 
Philadelphia, Pennsylvania managers 
for the Illinois, Mr. Lockyer says: “We 
feel that any man who carries sufficient 
protection should be congratulated at 
this mest opportune time.” 





Our reporter overhauled John G. 
Hooven, of Philadelphia, last week at 
Allentown, Pa., wearing the usual happy 
smile that comes from work well done 
in the interest of his company. He had 
just settled a case to further strengthen 
the motto of the Hartford Life, “Claim 
paying is our business,” and then John 
brought back several applications for 
new policies. Incidentally, December is 
one of the largest months of the Phila- 
delphia agency! 





One of the “old timers” is Wm. Ton- 
kin of the New York Life at Easton, 
Pa., who made settlements several years 
ago of policies written in 1893. He told 
our reporter that in two years he will 
be passing out checks to his clients of 
twenty years ago—therein is the advan- 
tage of staying with one company. 





Cc. S. V. Branch, manager for the Sun 
Life of Canada, in Pennsylvania, return- 
ed to Philadelphia Wednesday last from 
a head office visit of several days at 
Montreal. 





A VERY CHILLY OUTLOOK! 


FOR UNION NATIONAL CLAIMANTS | 








About $4,000 to Satisfy Claims Aggre- 
gating $400,000 Against Defunct 
Concern. 





Walter C. Douglas, Jr., special mas- | 
ter in connection with the receivership 
of the Union National Life of Philadel- | 
phia—Charles H. Matthews receiver— 
has issued a letter under date of De- 
cember 20 which offers very little in the 
way of “Christmas Cheer” to the claim- | 
ants against the defunct concern. He 
says that the fund for distribution | 
amounts to $29,000, out of which some| 
$20,000 must be paid. Of the remaining | 
$9,000, a substantial portion is to be} 
set aside for legal fees, etc., and the} 
balance will go to satisfy claims pre-| 
sented aggregating $400,000. | 

We quote from his letter as follows: 

First, that in all cases in which holders of 
securities in the Union National Life Insur- | 
ance Company have exchanged such secur- 
ities for holdings in the United Life Funding 
Company, such persons will have to look to 
the United Life Funding Company and not 
to this fund. The United Life Funding Com- 
pany has already appeared as a claimant as 
the holder of a large number of assigned 


CHICAGOS 
GREATEST 
COMPANY 


OLDEST 
1.N 


CHICAGO 


LARGEST 
IN 
ILLINOIS 


claims, and obviously no dividend can be 
awarded to persons who have parted with 
their securities in the Union National Life 


Insurance Company. 

Second, as to the manner of proving claims 
against the Union National Life Insurance 
Company, it has been the practice before 
the special master to require proof in per- 
son. In some instances affidavits have been 
received, subject to the right of counsel for 
other creditors to object to such affidavits. | 
In your case, if you desire to make and for- 
ward an affidavit, I would snggest that you 
set forth specifically the amount of your | 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








UNUSUAL FEATURES 
IN LIFE, ACCIDENT AND HEALTH INSURANCE 


NEW METHODS OF COMPENSATION 
SHORT FORM POLICIES CLEAR-—TERSE 
EASY TO READ AND UNDERSTAND 
LOWEST NON-PARTICIPATING RATES 








The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mor. 








The Great Western Life Insurance Company 


of Kansas City, Missouri 
GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 








FEDERAL LIFE 


To the right man we are prepared to offer a permanent Contract carrying 





LIBERAL First Year and Renewal Commissions. 
We want a competent Manager for Toledo and Northwestern Ohio. 
Contracts strictly Commission and without advances or salaries. If interested 


ISAAC MILLER HAMILTON, President, CHICAGO 


address 








THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


E. W. RANDALL, President Organized 1880 T. A. PHILLIPS, Sec.-Actuary 


We have a few splendid opportunities in the State of Penn- 
sylvania. The right kind of contract to the man who can 
produce $100,000 per annum. Write now. 


F. J. DREHER, State Manager 
TELEGRAPH BUILDING - - HARRISBURG, PA. 
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claim, the nature of your holding in the 
Company, attaching to your affidavit your 
certificate, receipts and other evidences of 
alleged indebtedness of the Company to you; 
the exact consideration paid for the secur- 
ities held by you; how such consideration 
was paid, whether by check or cash, and if 
by check, the date of the check, the bank 
upon which it was drawn, the amount of 
the check, and the name of the payee, at- 
taching such cancelled check, if in your 
possession. If payment was made by note, 
in whole or in part, please give the date 
and amount of such note or notes, and state 
whether or not such note or notes have been 
paid in whole or in part, and if so, in what 
amount, attaching the cancelled’ checks. 
Please give also the name of the agents, or 
other person through whom you subscribed, 
the representations which induced you to 
subscribe, and if any alleged fraud was prac- 
ticed upon you, set out the facts in detail. 
In general, state all the facts of the trans- 
action in which yoa purchased your cer- 
tificates. Such affidavit will be received, sub- 
ject as in the above instances to the right of 
counsel for other creditors to object thereto. 

The same condition, namely, that itemized 
and detailed claims, supported by affidavit, 
will be received, subject to objection as to 
mode and sufficiency of proof, applies also 
to claims for goods sold and delivered, ser- 
vices rendered and other classes of claims. 

Third, the fund for distribution is a little 
over $29,000. Out of this fund must be paid, 
first, the expenses of the andit, and second, 
such claims as may be found to be preferred 
claims. Already rent, tax and labor claims, 
and trust fund claims have been presented 
aggregating over $20,000; and the claimants 
have demanded preferential payment in full 
before the payment of general creditors. I 
have also been advised that an application 
will be made on the part of the receiver to 
set aside a proper allowance from the fund 
for the prosecution of claims against per- 
sons alleging to be indebted to the Company. 
In the event of the success of the prosecu- 
tion of such claims, aggregating $25,000, 
which are now in suit, there will be a fur- 
ther fund for distribution. 

If the above preferences are sustained, and 
a sum is set aside for the receiver for the 
further prosecution of suits, obviously the 
balance to be distributed to general creditors 
will be very small. The c'aims already pre- 
sented by general creditors are of such a 
large amount, to wit, over $400,006, as to 
warrant me in saying that the probable divi- 
dend will be exceedingly small 

Finally, I desire to state that there are 
apparently over 800 claimants against this 
fund, and that neither the receiver nor the 
special master can undertake personally to 
act as counsel or assume any obligation with 


respect to such information as they may 
give you. This letter has been drafted for 
the purpose of advising and assisting you 


as far as possible, but it must be understood 
that it does not commit the receiver or spe 
cial master in any way. 

In order that there may be full opportun- 
ity, following the issuing of this letter, for 
the proof of any and all clainis, In addition 
to meetings to be held on December 18, 19, 
21 and 22, further and final meetings will be 
held on December 27, 28 and 29, 1911, at 11 
a. m., at 1,117 Pennsylvania Building, north- 
west corner of 15th and Chestnut streets. 


The Fable of the Man Who Wanted an Income 


BEAUTIES OF FRATERNALISM 


SHOWN BY JEWELERS LEAGUE. 


Heavy Increases in Rates Or a De- 
crease in the Amount of 
Insurance. 

The uncertainties which surround 


the assessment or fraternal plan of life 
insurance stand out boldly in connec- 
tion with action taken bp the Assur- 
ance League of America in increasing 
its monthly rate on a $5,000 certificate 
from approximately $18 to over $46, or 
over $550 per year; in other words, in 
nine years the assured will pay out 
more than the face of the certificate, 
allowing no credit whatever for the in- 
terest or the payments made. 

A letter sent out recently by the con- 
cern states that it “has ever been 
mindful of its obligations to its mem- 
bers in the matter of providing ade- 
quate protection for their families 
when the ‘breadwinners are no longer 
here,” and in consequence the execu- 
tive committee decided wpon the fol 
lowing action: 

“It being apparent to the National 
Executive Committee of the Assurance 
League of America that it would be 
necessary to continue the levying of 
additional assessments upon the mem- 
bers in its Step-Rate Plan, competent 
advice was sought, and after giving 
due consideration to the hardships of 
such extra payments, has decided to 
rerate the members in its Step-Rate 
Plan, so that the members can feel con- 
fident that their monthly assessments 
will remain uniform hereafter. Every 
member of the Step-Rate Plan in good 
standing on January ist, 1912, shail be 
rerated according to his age at nearest 
birthday, for the amount of benefit pro- 
vided in his certificate, and shall have 
the privilege of electing to take any 
one of certain options at his discre- 
tion.” 

Delightful Options. 

In carrying out the above a certifi- 
cate holder is given four options, one 
of which he “must” return signed not 
later than January 2, 1912, in order to 
be in on the arrangement. Wither of 
these options would warm the cockles 
of one’s heart and prove a delightful 
morsel to partake of on the opening 
of a new year. Here they are! 

Option 1.—Pay the same assessment 








Written for The Eastern Underwriter by Charles F. Shandrew. 


Now, in the fullness of time Percy’s 
father was gathered to his fathers and 
Percy was brought face to face with 
the stern fact that his income incame 
no longer. While he was wondering 
where incomes came from, anyway, he 
was visited by an insurance man. This 
insurance man gave Percy a check for 
one thousand dollars. 

Tired reader, you have 

Yes, Percy’s father had carried a life 
insurance policy and now Percy was 
reaping the benefit of his father’s pru- 
dence and forethought. 
, Confidence begets confidence, except 
when it’s a game, so Percy told the 
insurance man his circumstances and 
begged the man to put him wise as to 
where he could get an income such as 
his father had supplied him with. 

“An income,” said the insurance 
man, “is the result of work. It is the 
reward of industry, sobriety; persever- 
ance and thrift.” 

“And is this the ony way an income 


guessed it! 


can be secured?” asked Percy, much 
cast down. 
“Well, no,” answered the insurance 


man with some hesitation. “I have 
known people who never worked, were 
rarely sober and who were not even on 
speaking terms with perseverance and 
thrift, yet who had large incomes. 
They take advantage of opportunity.” 

“Lead me to opportunity,” said Percy. 

“I will,” said the man. “Listen. 
The insurance company of which I am 


manager of agencies needs a general 
agent in this locality. You have 
enough capital to start. I will teach 
you the business.” 

So Percy opened an office with desks 
and chairs and a clerk, also a young 
lady who operated a typewriter, but 
who has absolutely nothing to do with 
this story, so lascivious readers will 
stop here since this is no sex problem 
we are unraveling. 

Time passed on. Percy sat in his 
all too comfortable chair waiting for 
opportunity to call on him. 

Instead, from time to time came the 
manager of agencies who talked long 
and vaguely to him about the necessity 
of sending in applications. 

“I perceive,” said the manager, 
“many birds in your town and you 
have not a little salt. Unless you get 
busy with the salt, incidents are going 
to happen to you some day.” 


And lo! it became true, even as the 


manager had said. One day Percy 
ceased to be a general agent and in 
his place stood the clerk who had been 
active in placing salt where it did the 
most good, for this clerk had early in 
life become inured to ‘toil and it had 
always been his practice when birds 
would not come to him to himself go 
after birds. And he prospered exceed- 
ingly for he was industrious, sober, 
perservering and thrifty, and even as 
the insurance man had said, a large 


and reduce the amount of insurance 
from $5,000 to about $2,000—a decrease 
of three-fifths. 

Option 2.—Pay a monthly assess- 
ment of $40, and when the certificate 
matures as a death claim the benefici- 
ary will receive $5,000 In ten equal an- 
nual payments of $500 each. 

Option 3.—Pay approximately double 
the present rate and allow the balance 
of the premium to accumulate with in- 
terest at 5 per cent. as a lien against 
the policy. 

Option 4.—Pay a monthly premium 
increased over 150 per cent. beyond that 
now paid. 

History of Association. 

The Assurance League was incorpor- 
ated in 1877 as the Jewelers League of 
New York, being classed as a co-opera- 
tive association, the idea being to fur- 
nish insurance to jewelers. 

In 1895 it was reincorporated as a 
fraternal beneficiary society, and in 1908 
its name was changed to the present 
title. 

Several readjustments have been 
made in its rates of assessment, which 
originally was the simple method of as- 
sessing pro rata in case of a death. 

During 1906 the present step-rate plan 
was adopted. While ‘this plan placed 
every member on a rate at his attained 
age, and provided for a yearly increase 
up to age 65—after which the rate re- 
mained stationary for life—it did not 
alter the inherent nature of the contract 
between the Association and its mem- 
bers; in other words, the certificate was 
still an assessment one with no values 
excepting in case of death and the rates 
subject to readjustment whenever the 
conditions warranted it. 

New Class Formed. 

In 1908 a new class was formed, the 
younger members being separated from 
the older. Members in the new class, 
though younger, paid a much higher 
rate with the idea of securing a level 
premium throughout the life of the pol- 
icy. The portion of the premium not 
needed for current mortality was -set 
aside and accumulated for the benefit 
of that class. The reserve so held is 
regarded as a trust fund and cannot be 
used for paying claims belonging to the 
membership at large. However the 
younger class is sihject to increased 
rates, should the mortality experienced 
be sufficient to impair the reserve. 

As above stated, the old class of cer- 
tificates contain no surrender values, 
so that the member must either pay the 
increase or drop the insurance. 

The new class has certain paid-up 
values after the third year. 

An examination by the New York In- 
surance Department showed that there 
were 1,675 certificates in force on April 
30, 1911. 


income is the reward of those who 
practice these virtues. 

As for Percy, he shortly married a 
very rich widow lady so that he, too, 
has a large income. 

This fable teaches that there are 
more ways than one of getting an in- 
come, and if a man’s heart is set on 
getting a rich widow lady instead of on 
getting applications he will not be a 
success in the insurance business. 





A. H. Rasner of Tatamy, Pa., is “a 
live wire.” Besides handling a grow- 
ing casualty business he has an increas- 
ing fire insurance clientage and then 
metes out the law of the land to the 
just and the unjust, for he was recently 
elected to the office of Justice of the 
Peace. 





1860 51st Year 1911 


Home Life 
Insurance 
Company 


ot New York 


GEORGE E. IDE, President 


Eee ee $25,025,299.06 

Insurance reserve fund, 
eee Kaki . .««$20,937,739.93 

Reserve for deferred 
dividends..... ..--.. $2,292,947.00 
Reserve for all other 
contingencies........ 
Insurance in force, 
December, 31st, 1910 
$100,214,968.00 


$1,794,612.13 


“As aresult of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly."—Extract from Rejort of the 
New York State Examiners, Dec. 24. 
1910. 











60th Anniversary Year 


THE 
BERKSHIRE 


Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 
few more high class men of ability 
Its policies, issued 
under the Massachusetts non-forfeiture 
laws, are liberal 
every particular. 


and experience 


and up-to-date in 





W. S. Weld, Supt. of Agencies 














UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 


THE 
Provident Life 


AND Trust Company 
OF PHILADELPHIA 


: Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 


{ 























able contracts 


Address all 








National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON 
President 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 


Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company. 
There are few companies as substantial and none with more desir- 


attractive issued. 


CHICAGO’S OLDEST AND STRONGEST COMPANY 


FOUNDED 1868 


Home Office: 
National Life Bldg., Chicago 


for the rightmen. Our policy ontracts are the most 


communications to ROBERT D. LAY, Secretary 
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PUTS OUT NEW CONTRACTS 


MASSACHUSETTS MUT’L CHANGES 








New Year Will Inaugurate Many New 
Features and Some Revisions— 
Specimen Contract. 

A number of new policy forms have 
been prepared by the Massachusetts 
Mutual Life, which will be available 
after the first of the year. These are 
a continuous monthly income contract, 
without initial payment, on the five- 
year term, ordinary life, limited pay- 
ment life and endowment plans, and 
also, a special joint life policy on the 
term, life and endowment plans for 
commercial purposes. The continuous 
monthly policy, “without initial pay- 
ment,” is the same as the company’s 
continuous monthly income contract 
“with initial payment,” except, of 

course, for the payment itself. 

Among the interesting features of 
the revisions made in existing con- 
tracts, are the incorporation into all 
policies of automatic premium loan 
and automatic extended insurance, pro- 
visions which since July 1 have been 
made applicable by indorsement. The 
company has also removed all restric- 
tions upon residence, travel, and occu- 
pation, except as to military and naval 
service during the first year. 

We have before us a_ specimen 
twenty-payment life policy for $10,000, 
which at age 35 calls for a premium of 
$361.70. The second page of the con 
tract contains the following: 
Provisions, Requirements, and Benefits. 

Premiums—Premiums are payable, in 
advance, at the home office, or to tie 
agent or cashier holding the Company’s 
official receipt therefor signed by the 
president, or a vice-president, or the 
secretary, whicn receipt shall not be 
valid unless countersigned by said agent 
or cashier. In case of failure to pay 
any premium when due, or within the 
grace period, the Company’s only lia- 
bility shall be such, if any, as is set 
forth hereinunder (see ‘“‘Non-Forfeiture 
Benefits”). Subject to the grace pro- 
visions of this policy, no premium pay- 
ment shall continue it in force beyond 
the date on which the next premium 
will become due by the terms of this 
policy or amendments thereto. 

The payment of premiums may be 
changed from annual payment to semi- 
annual, or quarterly, or vice versa, at 
tne request of and on the individual 
signature of the insured, except that 
the assent of the assignee will be re- 
quired if the policy is assigned. 

Dividends—This policy, while in force, 
will participate at the end of the first 
policy year, and annually thereafter, in 
the distribution of the surplus funds of 
the Company. At the option of the in- 
sured, dividends will (1) be paid in 
cash, or (2) be applied in reduction of 
premiums, or (3) be used to purchase 
participating paid-up additions to this 
policy, which additions shall have a cash 
surrender value (full reserve) available 
within thirty days of the application 
therefor, or (4), subject to withdrawal 
they may be left with the Company to 
accumulate to the credit of the policy: 
if so left, the fund arising will be cred- 
ited, annually, at the end of the policy 
year, with interest at such a rate, not 
less than three per cent., as may be 
determined by the directors, and out- 
standing dividend accumulations will be 
included in any cash settlement of the 
policy. If no election is made prior to 
any anniversary, the dividend for that 
anniversary will be held by the Com- 
pany to accumulate. 

Whenever, at the end of any policy 
year, the dividend accumulations, or the 
reserve on the paid-up additions, or 
both, together with the reserve on the 
policy shall equal the reserve on the 
same basis on a fully paid-up policy of 
the same kind and amount, at the tien 
attained age of the insured, the Com- 


pany will indorse the policy as paid-up 
in full; or when such aggregate amount 
equals the face amount of this policy, 
the Company will mature and pay the 
policy as an endowment; provided, in 
either case, request is made therefor 
and a satisfactory release is given. 

Loans—After two full annual prem- 
iums have been paid hereon, on a proper 
assignment of this policy to the Com- 
pany, the Company will, within thirty 
days of the application therefor, loan 
on the sole security of this policy, with 
interest at the rate of six per cent. per 
annum, the whole or any part of the 
cash value of the policy, and of all paid- 
up additions thereto, at the end of the 
policy year during which application 
for the loan is made, provided that from 
such loan the Company will deduct any 
existing indebtedness on account of or 
secured by the policy, and any unpaid 
portion of the premium for the current 
policy year. If this policy is not assign- 
ed the Company will loan on the signa- 
ture of the insured alone, under the con- 
ditions described in this paragraph, for 
the sole purpose of paying the premium, 
or interest on any indebtedness to the 
Company under this policy, or both. The 
whole or any part of a loan may be re- 
paid at any time. 

Upon the written request of tae in- 
sured, and assignee, if any, filed with 
the Company prior to default in pay- 
ment of a premium hereunder, the Com- 
pany will loan the insured the amount 
of said premium, less any dividend pay- 
able on the due date of said premium, 
and charge the same as an indebtedness 
against the policy, bearing interest at 
the rate of six per cent. per annum, if 
the tabular cash surrender value of the 
policy after the payment of such prem- 
ium will be equal to the total indebted- 
ness on account of or secured by this 
policy with interest thereon to the 
thirty-first day after the due date of the 
next premium payable hereunder, or to 
tue next anniversary of the policy if no 
further premium will be payable: pro- 
vided, however, that any funds arising 
from dividends left with the Company 
to accumulate at interest shall first be 
utilized for the payment of such prem- 
ium, and that while any such premium 
loan is outstanding dividends appor- 
tioned to the policy shall be applied to 
the reduction of said loan. The whole 
or any part of such loan may be repaid 
at any time. 

Automatic Premium Loan—lIf, while 
the policy is in full force with no prem- 
ium overdue and unpaid, a request 
therefor, on a form furnished by the 
Company, is filed at the Home Office 
of the Company, signed by the insured, 
and approved by the assignee, if any, 
the premium loan provision, by an in- 





dorsement hereon at said Home Office, | 
wil be made to apply automatically 
(without further action by the insured | 
or the assent of any subsequent as-| 
signee) to any future premium that may | 
remain unpaid on the last day of grace. | 
Such request may be revoked at any| 
time by a writing signed by the insured 
alone and filed with the Company at its | 
Home Office. 

Failure to repay a policy loan or| 
premium loan, or to pay interest there- | 
on, shall not avoid the policy unless| 
the total indebtedness thereon shall | 
equal or exceed the loan value at the) 
time of such failure, nor until thirty-| 
one days after notice has been mailed | 
by the Company to the last-known ad- | 
dress of the insured and of the as-| 
signee of record at the home office of | 
the Company, if any. | 

Assignment—The Company will not | 
recognize any assignment of this policy 
-ntil the original assignment, or a du- 
plicate, or a certified copy thereof, shall 
be filed in the Company’s home office, 
nor will it assume responsibility for the 
validity of an assignment. 

Change of Beneficiary—The insured 
may designate one or more beneficiaries, 
if none be named herein; and, further, 
may, if the right to do so has been re- 
served in the application for this policy, 
or amendments thereto, change and suc- 
cessively change the beneficial interest 
herein without the co-operation er as- 








sent of other parties in interest: pro-| 
vided, that any proposed beneficiary | 
shall have an insurable interest in the 
life insured, that any change in benefit 
shall be subject to the rights of any as- 
signee, and that any such change shall 
become operative only when indorsed 
upon the policy, at the Company’s home 
office, pursuant to such form of request 
for amendment as the Company may re- 
guire. 

Change of Plan—This policy, while in 
full force, may be changed at the en’ 
of any policy year, without medical ex- 
amination, to any other plan in use by 
the Company at the time this policy was, 
issued, except the continuous install- 
ment and continuous monthly income 


THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 











THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 
—Oor——_ 

Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence, A personal interview can 


be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 


BUILD ON SAFE GROUND 


Our New Agency Contract—framed in conference with 
our agents—will enable you to build with assurance 
for the future. We have openings for a few good men 
now. Correspondence confidential. 





FINANCIAL STATEMENT 


Assets Jan, 1,1911 .... $54,422,643.60 
Liabilities............... 50,108,449.79 
EID. oo cccee evtguacess 4,314,193.81 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 

















The Fidelity Mutual Life Insurance Company 
PHILADELPHIA 


L. G. FOUSE, President 








Southland Life Insurance Company 
DALLAS, TEXAS 


Increase in Mortgage Loans from. $307,594 to $460,000 

Increase in Assets from 7 589,728 to 661,835 

Increase in Reserve for the benefit of policy- 
holders from 


128,925to 216,168 


Insurance in force June 30th, 1911 .... #10,230,000 


GOOD MEN will be given liberal contracts for agency service 
in Arkansas and Texas, and the Home Office man- 
agement will help them to succeed. 


JAS. A. STEPHENSON, President. 











| FIRST IN BENEFITS TO POLICYHOLDERS 
DIVIDENDS 


| THE MUTUAL LIFE 


Insurance Company of New York 





MINIMUM 
NET COST 


$56,75 1,062.28 
APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 


Assets (Jan. 1, 1911) - - - e 

Legal Liabilities ~ - - $487,354,777.82 

Reserve for Deferred Dividends and 
Contingencies . ° e 


$572,859,062.98 


85,504,285.16 
. — $572,859,062.98 


For terms to producing agents, address 


GEORGE T. DEXTER 


2nd Vice-President 


New York, N. Y. 








34 Nassau Street 
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plans, provided the rate of premium will 
not thereby be diminished, on the pay- 
nent of such an amount as may be re- 
quired by the Company for such change. 
The new policy shall be written at the 
same age, bear the same number and 
date, and be for the same amount as 
this policy, and all parties in interest 
must join in the request for change and 
execute such papers as the Company 
may require. 


Entire Contract—This policy and the 
application herefor constitute the entire 
contract between the parties. All state- 
ments made by the applicant shall, in 
the absence of fraud, be deemed repre- 
sentations and not warranties, and no 
such statement shall be used in defense 
to a claim under this policy unless it is 
contained in the application and a copy 
of the application is hereto annexed. 


“Error in Age—If the age of the in- 
sured was misstated in the application 
for this policy, and there has been no 
adjustment on account thereof, the 
amount payable hereunder shall be such 
as the premium paid would have pur- 
chased at the correct age. 


Non-Forfeiture Benefits. 
Grace. 

Any premium after. the first may be 
paid when not more than thirty-one 
days past due, during which period the 
policy will be continued in full force. 
Payment of Premiums from Dividend 


Accumulations, 


If a premium hereon remains unpaid 
at the expiration of the grace period, 
and there are dividend accumulations to 
the credit of this policy sufficient to pay 
such premium in full, so much of such 
accumulations as may be needed there- 
for will be used in payment of the over- 
due premium, and the insured will 
forthwith be notified of the amount of 
the accumulations so used and of the 
balance thereof. 


Options in Case of Default. 


Automatic Paid-Up Insurance—Upon 
default in the payment of any premium, 
after two full annual premiums have 
been paid hereon, this policy will be 
binding wpon the Company as participat- 
ing paid-up insurance of a _ reduced 
amount, payable at the same time and 
on the same conditions as in the orig- 
inal contract; but at any time within 
thirty days from the date of such de- 
fault, the insured may elect in lieu of 
such paid-up insurance, by a writing 
filed with the Company at its home of- 
fice, to have the insurance continued in 
force as participating extended term in- 
surance, from the due date of the prem- 
ium in default, for its original amount 
and any outstanding paid-up additions, 
less any indebtedness hereon or secured 
hereby, but without the right to loans, 
or may surrender the policy and, with 
the written assent of the person to 
whom it is made payable, receive in 
cash its value at the time of default, 
within thirty days of the application 
therefor. 

Automatic Extended Term Insurance 
—Extended term insurance, as above 
described, may be made the automatic 
option in case of default in the pay- 
ment of any premium, by an indorse- 
ment placed upon the policy at the Com- 
pany’s home office, pursuant to a writ- 
ten request therefor signed by the in- 
sured and filed at said home office when 
there is no premium due and unpaid. 

The values stated in the accompany- 
ing table are for even years and apply 
to this policy, except that if there are 
outstanding paid-up additions to the 
policy, the values will be increased in 
consequence, but if there is any indebt- 
edness to the Company on account of 
or secured by this policy, the said values 
will be diminished. If the default occurs 
after a fractional part of the current 
year’s premium has been paid, the val- 
ues will be proportionately adjusted. 

After this policy has become paid-up 
by payment of all required premiums, 
or if it becomes paid-up for a reduced 
amount by operation of law, or if ex- 
tended term insurance is taken hereun- 
der, the insurance will have a cash s:r- 
render value available within thirty 


days of the application therefor on legal | 
surrender of the policy. 
Reinstatement. 

This policy may be reinstated at any 
time after default in the payment of 
any premium, unless the cash value has 
been paid, or the extension period has 
expired, upon the production of evi- 
dence of insuravbility satisfactory to the 
Company, and the payment of all over- 
due premiums, with interest at the rate 
of six per cent. per annum on such 
premiums and on any indebtedness to 
the Company on account of or secured 
by this policy at the time of default 
which indebtedness, if not repaid, shall 
be reinstated as a lien against this 
policy. 

A part or the whole of the overdue 
premiums may be settled by policy or 
premium loan, if the cash surrender 
yalue of this policy, after reinstatement, 
will be sufficient security therefor and 
for any reinstated indebtedness. See 
conditions in “‘Loans” paragraphs above. 

A schedule of policy values is given 
herewith: 

Schedule of Values. 


At end Paid-Up Cash Value* Extended Term 
of the Insurance Insurance 
Year (Participating) (Participating) 
2d $706 307.20 3 188 
3d 1,263 559.50 6 156 
4th 1,817 819.60 9 123 
5th 2,368 1,087.70 12 26 
6th 2,914 ,364.00 14 183 
7th 3,458 1,648.90 16 218 
8th 3,999 1,942.70 18 141 
9th 4,536 2,245.60 19 332 
10th 5,069 2,557.80 21 89 
11th 5,566 2,862.40 22 92 
12th 6,060 3,176.80 23 63 
13th 6,553 3,501.69 2 7 
14th 7,044 3,837.00 24 306 
15th 7,938 4,183.30 25 248 
16th 8,025 4,541.10 26 219 
17th 8,515 4,910.70 27 245 
18th 9,007 5,293.10 29 8 
19th 9,501 5,688.90 3 24 
20th 10,000 6,099.20 i 
25th 19,000 6,667.20 
30th 10,000 7,232.40 
35th 10,000 7,767.30 
40th 10,000 8,249.30 


*Loan Values are the same as cash values, 
and subject to the provisions of the “loan” 
clause, are avaliable at eny time after two full 
years’ premiums have been paid. 


KENTUCKY COMMISSIONER 





Makes Reply to His Critics—Telis 
Why He Recommended McGregor 
as Attorney. 





Charles W. Bell, who with the new 
year retires as insurance commissioner 
of Kentucky, says that he sees no im- 
propriety whatever in his action of re- 
commending Mr. McGregor as an at- 
torney competent to represent insur- 
ance interests in the Blue Grass State; 
particularly does this view impress it- 
self upon Him when it is considered 
that his term of office is soon to end. 
He says that he knows of a number of 
instances where suits have gone by de- 
fault because they were handled by in- 
competent attorneys. 

Speaking of his experience with in- 
surance officials during his term of of- 
uce, Mr. Bell says: 


During my term of office I have never 
visited any of the larger cities that I was 
not royally entertained by insurance men and 
I never at any time got “the idee into my 
little cocoa” that these men; who treated 
me with such courtesy, had any notion that 
by this method of procedure they would be 
able to get something from this Department 
to which they were not entitled by law. I 
see no reason why an insurance commission- 
er should stand aloof from men with whom 
he must deal for fear some ignoramus should 
say that he was being “tampered’’ with. My 
term of office expires January 1, and I want 
to take this opportunity of saying that in 
my four years’ experience never has any in- 
surance man, direetly or indirectly, made 
any proposition to me that even the most 
scrupulous could consider improper. And I 
do not believe that there is an insurance of- 
ficial in this whole country, who will say 
that I have not treated him with the utmost 
courtesy—or who will assert that I have, at 
any time, exacted anything from him that 
was not right and proper. My experience 
has led me to believe what I was just a 
little skeptical about when I assumed office, 
that, as a class, insurance men rank as high 











NSURANCE MEN will note the - 
The Northwestern |] ..cetyizeees, 2 fs Nopchwesters 
IMPORTANT FACTS rela to this 
Mutual Life Insurance Co, |} business are shown by the following per- 
of Milwaukee 1906 11.76 594.72 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. 8S. HATHAWAY, Secretary 1908 10.76 59 4.84 
New Business Paid-For isto 10.80 ; ~ 6 
1906 f # a $93,563,452 ‘3 capable of easy demonstration that 
1907 - - ~- 102,988,634 — oo ree oe 
1908 - - - 109,685,428 | comrach with ite Dividend Options, Peid-cp 
1909 - . - 113,716,188 agd EXdowment Options, Options of Settle- 
1910 ~- - = 119,229,233 ment “nd the Premium Loan features. 


Issues Partnership and Corporation In- 
ougancs. 
‘or further information or an Agency, 


address 
H. F. NORRIS, 
Superintendent of Agencies. 


Each year larger than any in the 
previous history of the Company. 
Cc d Busi 1858. 





























PROSPEROUS AGENTS 


We closed the first half of the year with new business well-ahead 
of that for the first half of 1910. Our agents are prosperous. Are 
YOU? Policies, premium rates, dividends, progressive manage- 
ment, satisfied policyholders, and the Company’s fine reputation, 
give to our agents an advantage in soliciting. That advantage in- 
creases their incomes. Write to 

GEORGE D. LANG, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 














On January 1, 1909, rates were reduced and values increased to full 
. 3% reserve 





AR gl SE ERENT 
A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA 





Assets, $2,500,000 Surplus, $815,000 


Health and Accident Policies with the name of the 
Philadelphia Life attached should make easy selling. The 
Company’s success in the life business is well known as a 
great achievement. 

September first is the date set for issuing the new line of 
Health and Accident Policies. 

Write us about representing the Company in your lucality. 
Answer at once. 


PHILADELPHIA LIFE INSURANCE CO. 

















for honesty, integrity and uprightness as any 
other class of business or professional men 
in this country. 


NORTH AMERICAN BUILDING PHILADELPHIA, PA. 
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MANAGER OF AGENCIES 


INDEPENDENT LIFE 
INSURANCE COMPANY 
NASHVILLE, TENN. 


ABOUT OPPORTUNITIES 


FOR 


“LIVE WIRE” GENERAL AGENTS 
TENNESSEE, KENTUCKY and ALABAMA 
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INDUSTRIAL _DEPARTMENT 











ADOPT DRYDEN MEMORIAL. 





Directors of The Prudential Outline 
Life and Character of Its 
Founder. 





A committee of the board of directors 
of The Prudential appointed to prepare 
a suitable memorial of the life and char- 
acter of John F. Dryden, late president 
of the company presented the following 
which was unanimously adopted: 

“In the death of John F. Dryden, the 
founder of this Company and for thirty 
years its president, the Company has 
sustained a loss which no man can 
measure and no words express. He not 
only founded the Company, but guided 
its policies and led its activities from 
tae hour of its birth until the day of 
his death. There were other calls upon 
his time, but Tne Prudential was always 
his first consideration and to it he gave 
the best there was in him. Whatever 
of success it has achieved or of good 
it has accomplished is due primarily to 
his clear vision, sound judgment and 
untiring zeal. 

Battled With Difficulties and Discour- 
agements. 

“In founding The Prudential Mr. Dry- 
den’s idea was to bring the benefit of 
life insurance to the homes of the work- 
ing people. He had been greatly moved 
by observing the distressing condition 
which frequently obtained in those 
homes when the working member of the 
family was suddenly taken away by 
death. The plan had often been tried 
before, and in many different ways, but 
had never succeeded in this country. It 
was left for him to work out a practical 
scheme and to find the men and the 
money to carry it out. This he did; 
and upon the foundation he laid, the 
whole fabric of Industrial insurance in 
America rests to-day. His earlier efforts 
were attended with many difficulties and 
much discouragement. To a man less 
sure of himself and less resolute of pur- 
pose they would probably have been 
fatal. Capital was timid and friends 
lukewarm. But serving without salary 
and operating in humble quarters, his 
expenses were small, and in a few years 
the project became self-supporting. With 
its growth grew also Mr. Dryden’s con- 
ception of the possibilities which his 
scheme involved. He started the Com- 
pany as the ‘Widows’ and Orphans’ 
Friendly Society.’ Then it hecame ‘The 
Prudentia! Friendly Society,’ and finally 
‘The Prudential Insurance Company of 
America.’ Thus was evolved from 
gmall beginnings in the basement of a 
Broad street bank the magnificent in- 
stitution which to-day challenges the 
respect and admiration of the world 
Tnat so much could be accomplisned in 
a single lifetime and by a single in- 
Gividual is truly marvelous and of itself 
stamps the author as one of the great 
men of his time. 

Personal and Public Life. 

“In 1902 Mr. Dryden was chosen to 
represent the State of New Jersey in 
the Senate of the United States. In the 
discharge of his duties in that high 
office he displayed the same breadth of 
view and the same keenness of intellect 
which marked his administration of 
this Company’s affairs. In securing the 
enactment of legislation requisite for 
the speedy construction of the Panama 
canal he left a permanent imprint upon 
the country’s history. In his death the 
State and Nation have lost a citizen 
and public servant of the first order. 

“In his personal intercourse Mr. Dry- 
den was the personification of gentle- 
manly courtesy. This he constantly ex- 
hibited toward the members of the 
Board and, in even a more marked de- 
gree, toward the employes of the Com- 
pany. How the latter responded to it 
is shown by a record of devoted service 
rarely equaled and probably never ex- 
celled. 

“In his private life and family rela- 
tions Mr. Dryden’s character shone with 
peculiar lustre. Kindness, gentleness 


and consideration for others were ob- 
servable in everything he said and 
everything he did. His conversation 
was pure, his ideals high and his judg- 
ments just. No one could associate 
with him without being the better for 
it and no one having that privilege but 
feels a deep sense of personal loss. 

“Resolved, That the foregoing be 
spread upon the minutes of this Board 
as a permanent testimonial to the mem- 
ory of Mr. Dryden; that a copy of the 
same be given to the press and another 
copy, suitably engrossed, be sent to his 
family.” 





Harry E. Imley of The Prudential staff 
of the Easton (Pa.) division commenced 
writing life insurance less than eighteen 
months ago giving up a laundry busi- 
ness for the allurements of life under- 
writing. He is making good, and is one 
of those “rising” by strict adherence to 
service in the interests of his customers. 





The Colonial Life made no mistake 
when it went to Middletown, N. Y., 
tor District Manager Thos. J. Sengon of 
its agency in Baston, Pa. The in- 
creased business is gratifying and the 
agents employed are a prosperous and 
happy crowd. 





Agent Lang of the John Hancock staff, 
Easton, Pa., agency is in New York 
owing to the serious illness of a member 
of his household. 





A SPECIAL BRANCH. 





United States F. & G. Company Opens 
Additional Department in New - 
York City. 





Mindful of the special and peculiar 
requirements of New York city bro- 
kers and agents, as regards accident 
and health and physicians, dentists 
and druggists liability insurance, the 
United States F. & G. Company of Bal- 
timore has created a department, the 
sole function of which will be to care 
for that phase of business. 

“In order to be sure of knowing at 
all times just what you need, how you 
Want it, and when,” says the Compa- 
ny’s management, “we have placed 
James Tracy Hill, formerly of the 
Aetna, in full charge of all branches 
ot this work, including underwriting 
and claims. He will be assisted, as 
heretofore, by H. W. Troutman. 





NEW TEXAS SURETY CO. 





Republic of Dallas to Have $5,000,000 
Capital—Life Insurance Man 
Interested. 





A new surety company is being or- 
ganized at Dallas, Texas, which ac- 
cording to the present plans will have 
a capital of $5,000,000. The name se. 
lected for the concern is the Republic 
Surety, Fidelity and Trust Co. A. Silvers, 
a life insurance man, now agency man- 
ager of the Sam Houston Life Insur- 
ance Company, is said to be one of 
those back of the new company. Sub- 
scription books will be open after 
January first. 





One of the busiest fire insurance agen- 
cies in Northampton County, Penn., is 
that of Brunner & Brunner at Easton. 
There could be no better reason eviden- 
ced than the sniform courtesy of those 
in the employ of the firm—and then Al- 
derman Brunner as well as ‘his son 
Charlie, never hesitate to personally give 
a listening ear to every reasonable in- 
quiry from patron or inquiring stranger. 





One of the hustling life insurance men 
of Easton, Pa., is Isaac Stout. He and 
his aatomobile are inseparable—but not 
on pleasure trips, for he is paying for 
over $150,000 in 1911 for the Massachu- 
setts Mutual. 








The 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Com ay) 


~~ Of the People 
| The company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1910 was: 
507 per day in Number of Claims Paid. 
6,163 per day in Number of Policies 
Issued and Revived. 
$1,428, 738,00 per day in New Insurance 
Issued and Revived. 


$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$121,717.71 per day in Increase of 
Assets. 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








J. G. WALKER. President 
T. WM. PEMBERTON, ist Vice-President W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company: 
THE LARGEST AND STRONGEST Southern Life Insurance Company 
THE PIONEER Southern Industrial Life Insurance ) Company : 
Its Policies are clear and definite in their provisions, and their values are absolutely 
guaranteed, 


ee NE ls eo - onde rccodccencosovcccescencccccveseeceecoses $6,338,576.82 
Liabilities December 31, 1910, sont ove 5, 106,996.02 
Insurance in Force December 31, 1910. . on tabtus sawotsenes Benees 72,440,374.00 
Total Payments to Policyholders since Organizatio ath ccdkw hat Snnceaneb intone 10,786,598 97 








INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most I*beral Industrial Policy 











The Western and Southern Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI, OHIO 
The Largest Industrial Company West of the Alleghenies 
Issues All Standard Forms of Ordinary $500 to $10,000 
PROGRESS BY FIVE-YEAR PERIODS 


Year Assets Income Ant. Insurance 

1889 $107,864.00 $57,512.00 $1,537,430 
1894 137,825.64 188,250.00 3,691,843 
1899 407,217.00 524,219.00 10,881,961 
1904 1,074,653.73 1,139,326.96 25,715,285 


1909 4,869,882.22 2,103,595.89 44,780,907 
1910 5,614,764 2,693,267 49,245,028 
























BANKERS LIFE COMPANY 
DES MOINES, IOWA 


ERNEST E. CLARK, President 
ORGANIZED 1879 
Exceptional record during thirty-one years for 


Low Rate of Mortality Economy of Management © Prompt Payment of Claims 
Gross Assets over - - - - $18,200,000 
Sissnainale sis sts as daltsis sles ske Mane sche dade she sae eee oe ake 5 
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Congress of March 3, 1879. 











THB HOLIDAY SPIRIT. 





In ever increasing number the insur- 
ance companies are adopting the prac- 
tice of sending to their patrons and 
other friends, attractively designed and 
printed booklets and cards, each con- 
veying a message of peace and good- 
will. 

The idea is a capital one, and we 
trust will continue to grow in favor. 

We are all traveling to the far coun- 
try, and it is well, that we pause once 
in a while and extend a helping hand 
to those who, less fortunate than our- 
selves, perhaps, grow weary and dis- 
couraged. 

Insurance, in its every branch is 4 
strenuous business, and promises to be- 
come more so with passing time. Dur- 
ing the coming years may the trend be 
steadily upward and onward, but may its 
every move be attended by the Christ- 
mas spirit, now so freely expressed— 
the spirit of sincere good-will and of 
mutual co-operation. 





“SON OF A LIFE INSURANCE MAN.” 





A divorce case was tried in a Western 
city recently in which a conspicuous 
part of the testimony was the slurs cast 
upon the husband by the wife because 
he was the son of a life insurance man. 
This is both astonishing and baffling 
until we read further that the lady is 
a great-great-etc.-etc. much removed 
Gescendant of Thomas Jefferson. Of all 
false and baneful emotions that are 
nourished in the bosom of the species, 
this imaginary superiority based on the 
achievements of an ancestor, are the 
most pernicious and the most aopeless. 


On no basis of either history or biology 
could a certain woman in St. Louis, for 


instance, be superior to her husband 
simply because a distant ancestor for- 
mulated a great principle of democracy. 

The idea that the man in the case 
was inferior because he was the son of 
a life insurance man was of course 
nothing more than petty spite and beau- 
tifully illogical. Life insurance is one 
of the half-dozen greatest businesses 
in the world and to be connected with 
it is a matter for proper, healthy pride. 


x = 


WHAT IS A FAILURE? 





That the average stock salesman has 
absolutely no regard for the accuracy 
of the statements made, is self-evident 
from a perusal of letters and literature 
sent out, 

A stock salesman at present trying to 
dispose of his “fancy linen parchment” 
in Ohio says that ‘for more than thirty 
years there has not been a single failure 
of an old line life insurance company.” 
Technically it may be shown that the 
statement is true, but in the manner 
in which it is used, it is maliciously 
false. The idea sought to be conveyed 
is that an investment in the stock of 
a life insurance company is beyond 
possibility of loss as demonstrated by 
an experience of “thirty years,” when 
as a matter of fact, there have been 
overwhelming losses to investors in life 
insurance stocks during the past de- 
cade, 

Elsewhere we print a statement of the 
Special Master charged with adjudicat- 
ing the claims against the defunct 
Union National Life of Philadelphia. It 
shows claims aggregating some $400,000 
with funds available for distribution 
amounting to about $5,000. 

About two years ago the Economic 
Life of Philadelphia went to smash, as 
did also over $300,000 contributed by its 
stockholders, ’ 

The Kastern Life of New York quit 
the field with heavy losses to stockhold- 
ers. 

The Liberty Life of New York was 
compelled to sustain a loss of some 50 
per cent. of the funds contributed and 
give up in despair. 

The Union Life of New York, now in 
tne hands of the New York Insurance 
Department, will return but a small 
percentage to stockholders. 

Stockholders of a fairly large com- 
pany which retired a few years ago 
were returned but fifty per cent. of 
their contributions, after going for 
many years without a single dividend 
on their investment. 

The Great Northern Life of Rock 
Island, after cutting its capital in two 
has found itself in a serious way, need- 
ing additional funds in order to avoid 
complete failure. 

In fact we venture the assertion that 
records of fully fifty stock life insurance 
companies would show dismal failures 
so far as results to stockholders were 
concerned. 

After all that is the chief feature 
which should concern a prospective pur- 
chaser of life insurance stock, and not 
the fact that the concern, in quitting 
the field was able to reinsure its busi- 
ness—the technicality on which light- 
ning stock artists base their misleading 
claim of non-company failure. 





INSURANCE AND HARD TIMES. 





In the November number of an in- 
surance journal appears this state- 
ment: “Life insurance men maintain 
that their business is a barometer of 
the condition of the times. By look- 
ing at their premium receipts they 
claim to be able to tell whether eyery- 
body has a job or whether the army of 
the unemployed is great and numbers 
a million. They can tell whether the 
laboring man is dining on canvas- 
backs or eating red-hots.” To what ex- 


tent the business of life insurance is, 
or is not, a barometer of the financial 
condition of the country, has always 
been a matter of close observation and 
a problem of considerable importance. 
Just how much the changing financial 
condition of the people at large will 
affect the volume of business, com- 
mands the attention of life insurance 
executives. 

It is curious, then, that an insurance 
publication should say: “Life insur- 
ance men maintain that their business 
is a barometer of the condition of the 
times,” when observation has shown 
that there is a pronounced tendency of 
the business of life insurance to do 
just the reverse. When times are 
hard, the volume of life insurance 
seems to come more freely, with a 
kind of spontaneity. There are logical 
reasons for this, of course, that result 
from the very nature of life insurance 
protection. Each year there is an in- 
creasing volume of life insurance that 
defies analysis as to the relative pros- 
perity of periods; but, at certain times, 
life insurance does reflect the condi- 
tion of business activity, not as a baro- 
meter, for its spontaneous volume rises 
under pressure of hard times. 





A FALSE PROPHECY. 





During mid-summer, when the loss 
ratio was soaring into the high figures, 
the prediction was freely made that be- 
fore the close of the year a number of 
fire insurance companies would be 
forced to quit business, and that few 
even of the leading institutions would 
make an underwriting profit upon their 
1911 operations. 

With the close of the year but three 
days off, it is fair to assume that what- 
ever arrangements for the disposal of 
business were contemplated, have been 
effected, and that such as may be decid- 
ed upon between this time and next 
Monday will be of such minor conse- 
quence as to have little, if any, bearing 
upon the general result. 

So far as the year now about ended 
witnessing an exceptionally large num- 
ber of company retirements, the reverse 
is true, 1911 being noteworthy for the 
absence of important reinsurances. 
There have been, of course, many small 
deals, companies for one reason or an: 
other finding it desirable to dispose of 
their ‘business in a particular State or 
group of States; but very few compa- 
nies have transferred their entire liabil- 
ities and retired from the field. 

And this fact discloses the remarka- 
ble tenacity with which insurance capital 
holds to its investment. 1911 has been 
a hard year for underwriters; losses 
have been severe; the stock market has 
been sluggish; new business hard to 
get and new legislation in large part 
vexatious; but despite all these and 
other drawbacks the number of compa- 
nies that will’ renew the struggle for 
premium income on January first will 
be substantially the same as those now 
with us. 

Luck, as is frequently maintained, 
may be a factor in the success of a fire 
insurance company; but, frankly, we 
doubt it. Rather do we attribute the 
good fortune of such offices as steadily 
increase their reserves and add to their 
respective net surplus accounts to the 
farsighted and carefully followed pol- 
icies of their executive staffs. 


SOME REMARKABLE CHANGES. 





The article appearing elsewhere 
dealing with the changes in policy 
forms and very material reduction in 
premium rates by the Pittsburgh Life 
& Trust Company is of more than 
passing interest.- 

Several new features indicating a 
tendency to recognize the equities of 
the policyholder to the fullest possible 
extent, have been- incorporated in the 
new policy forms to be issued January 
first and thereafter, and in addition 
thereto a large slice has been taken 
from the premium charge. As the rates 
of the Company have heretofore been 
well in line with those of the leading 
companies, the large reduction is the 
more noteworthy; in fact the schedule 
reproduced shows the _ participating 
figures to be but slightly in excess of 
the average non-participating premium. 

Several months ago The Eastern 
Underwriter gave publicity to an ex- 
pression of surprise by a prominent 
life insurance field man that one of the 
large participating companies did not 
announce a schedule of rates on practi- 
cally the same basis as the leading 
non-par. companies, the policies still to 
retain the “participation” feature. The 
action of the Pittsburgh Life & Trust 
is a long step in that direction. Though 
not classed as one of the “older” insti- 
tctions, uhe P. L. & T. has ever been 
one of the most conservatively man- 
aged, and in reducing the “margin of 
safety” which forms a part of the par- 
ticipating premium President W. C. 
Baldwin has done so only after feeling 
assured that the course is consistent 
with assured safety. 

The move is also highly interesting 
when viewed in connection with the 
announced intention of the government 
to collect an income tax on “dividends” 
paid to participating policyholders. 
This aggregate tax, which must be 
borne by the assured, will total $400,- 
000 annually, even with the payments 
of 1911 as a basis, but under the pres- 
ent system the “dividend” payments 
will increase. Hence the tax for gov- 
ernment revenue will increase in like 
proportion. A reduction in the excess 
amount collected above the net pre- 
mium will mean less to return in the 
way of “dividends,” and consequently 
reduce the amount subject to taxation 
under this ruling. 





Of Personal Interest. 





The chief reward of business success 
is usually greater responsibility and 
harder work, and life insurance is no 
exception. An executive berth with a 
life insurance company is more often 
than not an arduous and exacting 
career. These thoughts follow a let- 
ter of Christmas cheer from Vice-Pres- 
ident E. P. Marshall of the Union Cen- 
tral Life of Cincinnati. In a recent 
issue of The Eastern Underwriter men- 
tion was made of a social reunion held 
at the home of Mr. Marshall, at which 
N. W. Harris, the well-known banker, 
was the guest of honor, and at the 
same time it was stated that Mr. Mar- 
shall had invited Mr. Harris to take a 
trip to Egypt with him. Mr. Marshall, 
good naturedly reminding us of the ex- 
acting duties of a life insurance execu- 
tive, states the circumstances are just 
thé opposite; that it was Mr. Harris 
who invited him, but that he could not 
accept the invitation. 
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FIRE INSURANCE. DEPARTMENT | 





A PROFITABLE DEPARTMENT. 
Ohio Collects Over $1,100,000 from 
Insurance Companies Upon 
1910 Business. 





Ohio has collected nearly all the 
taxes levied on companies of other 
States operating in Ohio, on business 
written in 1910. Of the premium tax, 
it has received $1,116,022.33, and there 
remains only $8,708.57 outstanding. Of 
the fire marshal’s tax, paid only by the 
fire companies, $69,908.45 has been 
paid in, and only $525.12 remains to be 
paid. Part of the small amounts still 
due is in controversy, some of the 
companies having raised the old ques- 
tion of the State’s right to collect the 
tax on premiums sent direct to the 
home office, and others question the 
right of the State to enforce coilection 
on business written during the calen- 
dar year 1910, but the premiums on 
which did not reach the company 
treasuries until 1911. 





REPORT PROGRESS. 





Rate-Makers Hope to Have Universal 
Scheduling for Sprinklered 
Properties. 





Though failing to agree upon a sched- 
ule for rating sprinklered properties, 
representatives of the various Eastern 
rate-making organizations, at their re- 
cently held meeting in New York city, 
made substantial progress to that end. 

The practices in vogue in the differ- 
ent sections of the country are noted, 
and the charges and regulations are said 
to have shown wide variance. To har- 
monize these and perfect a universal 
schedule that will be ready of applica- 
tion is the task given the rate-makers 
and one they are now earnestly seek- 
ing to solve. 





Insurance Companies and Agents. 





Published reports of some of the 
meetings of fire insurance agents’ asso- 
ciations indicate that a few of their 
members are inclined to give agents 
credit for any improvements in under- 
writing and to condemn the companies 
for all of its evils. 

The interests of companies and agents 
are mutual. Satisfactory results for 
either can only be realized through har- 
monious efforts of both. The agents 
write the business, but the companies 
pay the losses, and as the average profit 
from underwriting in this country is 
only about two per cent., ignorance or 
carelessness of companies or of agents 
with reference to fire hazards soon 
spells disaster for the companies (with 
a big “D’), and any failure of the com- 
panies to cheerfully admit and promptly 
pay losses under their policies weakens 


San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by had 
office in Liverpool 


the prestige of local agents and de- 
moralizes their business. 

Insurance companies depend upon 
their agents to protect them from moral 
hazard by carefully considering char- 
acter and financial standing of applicant 
for insurance; to guard against physical 
hazard by inspection of property before 
insurance is written thereon and at fre- 
quent intervals afterward; also to write 
policies and endorsements in such man- 
ner that they may be clearly under- 
stood, and so that the company may 
pay and the insured may recover the 
fullest amount of indemnity in case of 
loss, 

Agents are dependent upon their com- 
panies to carry large lines and to ac- 
cept their judgment on risks to which 
they have given personal attention; to 
act justly regardless of technicalities in | 
connection with the business; to be as 
liberal under their policy forms as cir- | 
cumstances will permit and to cheer- 
fully meet their obligations.—Firemans | 
Fund Record. 





PETITION FOR RATE REDUCTION. 
Property Owners of Rensselaer, N. Y., 
Think Conditions in City Warrant { 
Cut in Tariffs. | 

Holding that improvements recently 
made in the fire and water depart- | 
ments of their city justified lower fire 
insurance rates, the citizens of Rens- 
selaer, N. Y., are petitioning to that | 
end. 

The petition which is directed to 
J. W. Glover, secretary of the State | 
Association, sets forth how a_ semi- 
paid department is maintained by the 
city, of the substitution of horse-drawn 
chemical wagons and the discard of | 
the hand jumpers and of the erection | 
of the reservoir by the Rensselaer 
Water Company’s and the installing of 
powerful pumps at the pumping sta- 
tion as reasons for a fair reduction. It 
is further held that the improvements 
to the fire department has meant in- 
creased taxes and in consideration of 
these facts the rates shoud be read- 
justed to offset the additional burden 
on property owners. AS soon as the 
petition receives the signatures of the | 
representative ‘business men and “te | 

| 
} 


tensive property holders it will be 
forwarded to Syracuse and a speedy 
consideration will be asked for. 





Under Jalonick’s Wing. 





The underwriting policy of the Inter- 
national Fire of Fort Worth, Texas, will | 
be directed from now on by the Jalonick | 
brothers, George W. and Isaac, of Dal- | 
las. The headquarters of the Company | 
will be transferred to Dallas where the 
International will become an office mate | 
of the Austin and the Commonwealth | 
Insurance companies. 


Liverpool 


amor” onion 


am? Globe 


U.S. Cash Assets, Dec. 31, 1910 $13,745,408.53 


Surplus, - - - = 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 


5,155,974.57 
3,239,491.00 
1,427,290.00 


Losses Paid by Baltimore Fire, 1904 ~- 1,051,543.00 


NO FEES FOR OWN BUSINESS. 
New Jersey Rules that Brokers Can 
Only Insure Property of 
Others. 





A recent ruling of Insurance Com- 
missioner Lewis of New Jersey to the 
effect that fire insurance brokers in 
that State are prohibited under the 
new anti-rebate law from collecting a 
commission on the insuring of their 
own property, is generally looked upon 
as likely to do about as much harm as 
good. When the anti-rebate law was 
passed and it became evident that con- 
cessions from favored brokers as in 
the past could not be looked for, some 
of the large property owners, especi- 
ally real estate operators, secured bro 
kers’ licenses themselves. 

The ruling of the commissioner was 


aimed at these people, who were really 
seeking to avoid the law, but it affects 
practically every broker in the State 
All have some property te insure and 
every one of them, it is believed, will 
consider the ruling as an unjustifiable 
interference with personal rights. It 
is pointed out that the brokers are 
sure to find a way ‘to get around the 
ruling and that such practices may 
lead to others that will nullify much of 
the good that was expected of the 
anti-rebate law. 





Advance the Cash. 

To replenish the .depleted treasury 
of the Minnesota fire marshal’s office, 
company members of the Western 
Union may make advance payments 
upon their 1912 taxes. 
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Insurance Press Finds Much to Cor.- 
mend in Management of the 
Nord-Deutsche. 





‘Though a prophet may be “without 
honor in his own country,” as the Scrip- 
tures assert, the saying cannot be ap- 
plied to the Nord-Deutsche Insurance 
Company, of Hamburg. In view of the 
late entry of the corporation into this 
country, the subjoined, reprinted from 
the leading insurance journal of Ger- 
many, is of pronounced interest: 

On December ist of this year Arthur 
Duncker, general manager of the Nord- 
Deutsche Insurance Company of Ham- 
burg, Germany, celebrated the fortieth 
anniversary of his appointment as man- 
ager of that great company. At a time 
that was exceptionally difficult and full 
of hardship for marine underwriters, 
Mr. Duncker was appointed, at the age 
of 26 years, manager of the “Nord- 
Deutsche,” in consequence of the death of 
his father who, the same as his grand- 
father, had been at the head of the com- 
pany and of the Hamburg Marine Un- 
derwriters community. For 40 years he 
has continuously been at the helm of 
the ship which was entrusted to him in 
his youth, and with firm hand and fear- 
less heart has navigated it througa 
troublous seas to a haven of success. 

If now the “Nord-Deutsche” stands 
among the greatest and best known 
insurance companies of the world, and 
if its reputation in shipping and mer- 
cantile circles is so firmly established, 
it is principally due to the unabated and 
tireless activity of Arthur Duncker. 

Mr. Duncker did not only give the 
benefit of his great capacity and inter- 
est in work to the “Nord-Deutsche” and 
the ‘“Nord-West-Deutsche Insurance 
Company” which latter he established 
in 1895, but the Hamburg Board of Un- 
derwriters, as well as the International 
Marine Underwriters Union have for 
many years reached no single import- 
ant conciusion or decision nor establish- 
ed any new tariff or conditions applic- 
able to the business without Mr. 
Duncker having taken active part and 
assumed the initiative in-the work. Of 
nearly all commissions of the Board 
of Hamburg Underwriters and the In- 
ternational Union he has been at the 
head, and it was with no little astonish- 
ment that his colleagues observed the 
thoroughness and deep knowledge of all 
of the details of even remote subjects 
which he brought into their delibera- 
tions which he invariably attended 
though actively engaged in many enter- 
prises which demanded his services. 

Through his appointment as a mem- 
ber of the Hamburg Chamber of Com- 
merce his merits have been recognized by 
all the mercantile and shipping interests 
of his native city Hamburg, and if Mr. 
Duncker is held in highest esteem by 
his colleagues far beyond the confiaes 
of the German Empire it is in no slight 
degree due to his personal amiability 
and his ever readiness to serve others 
with his great experience. All of us 
who know him hope that within another 
10 years we may be able to renew our 
good wishes for him. Should he then 
decide to leave the management to his 
worthy son, John W. Duncker, who al- 
ready for years has been his efficient 
assistant in the management of the 
popular “Nord-Deutsche” we will have 
to be content, but we will hope that 
till then Arthur Duncker will be seen 
still at the head in all his well known 
youthful enthusiasm for the work and 
responsibility which that important po- 
sition entails. 





McCulloch to Retire. 





Contrary to general expectation and 
desire Insurance Commissioner John- 
son, of Pennsylvania, will not retain 
Samuel W. McCulloch, as deputy com- 
missioner. Mr. McCulloch has been 
identified with the Department for 
many years and through succeeding ad- 
ministrations, continued to be the work 
horse. Hampered greatly though he 
was by the absence of proper laws, 


jectured. 


and the constant interference of poli- 
ticians, Mr. McCulloch yet managed to 
keep Pennsylvania reasonably free 
from ‘fraudulent insurance companies 
and men. What he would have accom- 
plished had he been given free rein, 
and proper support, can only be con- 
His retirement affords but 
another striking instance of the baneful 
effect of political activity in our super- 
visory offices. 





LOW WATER PRESSURE. 





Difficulty ‘Experienced by Brooklyn 
Firemen in Fighting Stubborn 
Blaze. 





Fire which was barely controlled at 
midnight, Friday, wrecked two big 
factory buildings in the Williamsburg 
district of Brooklyn causing a loss 
estimated at more than $500,000 and 
throwing nearly five thousand men 
temporarily out of employment. The 
heaviest sufferers were the F. E. & 
M. Vernon Company, blankbook manu- 
facturers and bookbinders, whose six- 
story building at North Tenth, Eleventh 
and Berry streets was laid in ruins, 
wiping out as well the factory of the 
Hartford Brass Bed Company which 
occupied the sixth floor. The fire, 
which started in the engine room of 
the Vernon building spread rapidly to 
the eight-story building of the Elec- 
trose Manufacturing Company, manu- 
facturers of electric insulation, next 
door and almost completely destroyed 
that structure. Slight damage was 
done the adjoining plant of the Hecla 
Tron ‘Works. 

Low Water Pressure. 

Low water pressure added to the 
difficulties of the Brooklyn firemen in 
fighting the flames and a dozen fire 
companies ‘were sent across the Wil- 
liamsburg ‘bridge from Manhattan. 
The roof and the side walls of the 
Vernon building and a side wall of 
the Electrose structure collapsed and 
three firemen were hurt and had to 
be removed to a hospital. 

The fire was the most spectacular 
witnessed in the section in years and 
an immense crowd congregated to 
watch its progress. Seventy-five fami- 
lies in nearby tenements were driven 
out by the flames and the rear portion 


of a row of four of their dwellings 
near the factories was scorched. No 
fatilities or serious casualties were 
reported. The entire neighborhood was 
well flooded by the big volume of 
water poured upon the flames. 


A Trained Publicity Man. 
W. G. Nye has resigned as publicity 
director for the Minneapolis Commer- 
cial Club to become secretary of the 


Republic and Dominion Fire and 
Marine which is being promoted in 
Minneapolis by Pratt & Grigsby. Mr. 
Nye has done notable work in the 


Commercial Club, and President W. G. 
Taffinder of the Republic and Dominion 
considers the new company fortunate 
in securing his services. Mr. Nye has 
a wide acquaintance among the busi- 
ness men of the Northwest and is ex- 
pected to add considerable strength to 
the new company. 


A Dangerous Custom. 





‘Christmas tree accidents began col- 
lecting their toll early in Ohio, this 
year. Thursday night, at a Christmas 
entertainment at. the Chestnut Hill 
school, east of Coshocton, a candle 
fell from the tree, igniting the Santa 
Claus garments of Melvin Shryock, 
aged 16, and from him spread to the 
similarly disguised Jesse Turner aged 
13. Both were badly burned, and at 
last reports Shryock’s condition was 
very serious. 





Incorporation of the American Na- 
tional Underwriters has been effected 
at Shreveport, La. The capital pro- 
posed is given as $300,000. 


| 





EXTENDS HIS FIELD STAFF. 





Southern Manager Dan B. Harris Com- 
pelled to Appoint Additional 
Special Agents. 





To properly handle a rapidly growing 
business Dan B. Harris, of Atlanta, 
Southern manager of several stalwart 
fire insurance companies, has found it 
necessary to increase its special agency 
force. He announces that with the be- 
ginning of the new year the following 
changes become operative. 

L. J. Leonard, heretofore supervisor 
for Georgia and Florida, will travel the 
first named State only. Florida will be 
in charge of Ben P. Richards, recently 
with the stamping office at Jackson- 
ville, and popular with field men of the 
territory. Mr. Richards will have head- 
quarters at Jacksonville, Mr. Leonard 
continuing to radiate from Atlanta. 

Virginia and the Carolinas, which 
heretofore have been under the control 
of P. W. D. Jones as one field, will be 
divided; the old Dominion State con- 
stituting a separate territory, which Mr. 
Jones will devote himself wholly to, 
while North and South Carolina will be 
handled by T. H. De Graffenreid, of 
Charlotte. The latter is an experienced 
special agent, well known to the fra- 
ternity as a man who will creditably 
represent any interest entrusted to him. 

Mr. Harris is Southern department 
manager for the Aachen & Munich, Se 
curity of New Haven, Svea Fire & Life, 
Camden Fire, New Haven Underwriters 
and the Eastern Underwriters. He 
also handles the Insurance Co. of the 
State of Pennsylvania for Georgia and 
Alabama. 





Arkansas State Agent. 





Fred ‘C. Stockdell, general manager 
of the Underwriters General Agency 
Company of New Orleans, announces 
the appointment of G. Raney Williams, 
as Arkansas State agent. Mr. Williams 
was formerly special agent for the Con- 
tinental in Arkansas, knows the terri- 
tory thoroughly, and may be counted 
upon to properly introduce the Inter- 
State Fire (which the Underwriters 
yeneral Agency Company represents), 
to the agents and throughout his 
field. 





—_— — 


A Merited Promotion. 





Henry M. Fenton, hitherto the capa- 
ble special agent for the Liverpool & 
London & Globe in Eastern Massachu- 
setts, will on the first of the year be- 
come a partner in the firm of Bastman, 
Fenton & Guild, managers of the Com- 
pany’s Boston department. Mr. Fenton 


has forged his way rapidly to the front | 


in New England underwriting circles 
and his latest move is but in keeping 
with his deserts. 





Wallace Reid Head Agent. 





Wallace Reid will hereafter act as 
suburban head agent for the West- 
chester Fire under a new _ system 
whereby risks will be bound in his 
office that are written by the West- 
chester’s local agents in the suburban 
field. 
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LETTERS TO HIS SON* | 





Veteran Underwriter Advises as to How to Secure an Insurance Education— 





Dependability One’s Greatest Asset. 





Closing Counsels. 
Dear John:— 

This will be my last letter to you con- 
cerning your work, for a time at least. 
One might go on almost indefinitely 
writing about the various phases of our 
business, for it is an epitome of every 
line of endeavor in the world, but I have 
covered your work in a general way and 
am not trying to write an encyclopedia, 
simply to give you an inkling of the true 
inwardness of underwriting and some 
practical advice concerning those things 
that make for success. 

It is not to be expected that all I 
have written will be helpful to you, ex- 
cept in so far as it gives you food for 
thought, to be analyzed and put up in 
packages with the results of your own 
observation and experience, and finally 
labelled, catalogued and filed away in 
the archives of your store of knowledge. 
Too much advice and counsel fails of its 
purpose, and is apt to be more violent 
in reaction than in action. After all 
you have got to “work out your own 
salvation,” for the judgment and the 
knowledge that you acquire must come 
from your own efforts, and the founda- 
tion is your own mental equipment, not 
that of others. You want to be an 
original, not just a facsimile. Judgment 
is not to be learned from books, nor ex- 
perience except by contact with facts, 
yet if you get started along the right 
pathway, you will have fewer steps to 
retrace, your mistakes will not be so 
costly, and you will be that much fur- 
ther ahead than if you had to grope for 
the sign posts. 

Success in our business comes in PO 
different way than in other walks of 
life. It is the result of “grinding,” of 
serious effort, of observation, thought 
and analysis—in other words, self-edu- 
cation. Genius has been defined as “an 
infinite capacity for taking pains,” and 
that definition applies absolutely in our 
line. It is the mastery and assimila- 
tion of detail, the power of following a 
fact through the mazes and intricacies 
that surround our daily work, and hav- 
ing a delight in doing so that leads to 
success. 

Ring True. 

Apart from integrity, tact and in- 
dustry, the qualities that stand out in 
my mind as conspicuous in the first 
grade field men are thoroughness and 
dependability, loyalty, enthusiasm and 
initiative. My boy, whatever work you 
have in hand do it well, dig, get to the 
bottom of things, learn the essentials and 
don’t be satisfied until you’ve found out 
all you can about it. Whether you are do- 
ing something for your company, your 
agents or associates in the field, do it 
so that all concerned will feel that you 
have covered the entire subject. It 
won’t be long before thoroughness will 
be recognized as one of your character- 
istics, and doing things thoroughly and 
well spells capacity. 

There are a good many different kinds 
of ability in this world, but about the 
most valuable is depend-ability. No 
matter how brilliant or well-trained a 
man may be, if you can’t depend upon 
him, his value to himself or anyone else 
is half gone. What this world wants 
is men who will be dead sure to “car- 
ry the message to Garcia,” to whom, you 
can give a task and then forget it, know- 
ing that it will be done. Responsibility 
gravitates to the man who can shoulder 
it, but is not often given to the one 
whom you can’t put your finger on when 
needed. 

Be loyal to your company—you ex- 
pect the men at the home office to 





*Last of a series of articles that heeanin The 
Eastern Underwriter of October 26th. 


back you up, and it’s just as important 
for you to back them up. Don’t grum- 
ble or sneer at them or criticise them, 
nor let your agents or others think you 
believe their way of doing things is all 
wrong. Not that it would hurt the 
company very much, but it would cer- 
tainly hurt you, for you’ve got no busi- 
ness to work for people with whom 
you’re not in sympathy. The man who 
goes around “knocking” his own crowd 
is just greasing his own toboggan slide 
for a quick ride down and out some 
day. Of course you will differ in opin- 
ion and in judgment at times, but tell 
these things to the “chief” himself— 
not to others, and when you are acting 
for the company be dead sure that you 
follow what the “chief” thinks, even if 
your individual judgment differs. He’s 
responsible—its his policy and his 
judgment and he’s willing to stand or 
fall by it, but he wants it carried out. 
What you want to feel is that you are 
part of an institution, that you and 
those above you are all striving for the 
same end, and to make up your mind 
that you will give every ounce of time 
and strength and brains that you pos- 
sess toward accomplishing the desired 
results. In doing this, my son, you are 
not only helping the company but 
helping yourself even more, for a man 
rarely succeeds for himself unless he 
succeeds for others. 


Enthusiasm a Valuable Factor. 


Be enthusiastic. Get up in the morn- 
ing looking forward to the duties of the 
day, and put all the vim and energy 
and red blood into them that you can. 
Enthusiasm comes from love of your 
work, not one side but every side of it, 
and it will carry you over a good many 
bare spots. The man who does not 
love his work rarely works effective- 
ly, but it’s hard to resist the chap who 
aiways carries cheerfulness and enthu- 
siasm in stock. Your visits to your 
agents ought especially to be a pleas- 
ure to them as well as to you, and 
nothing else will help so much to make 
them so. Enthusiasm is the finest kind 
of lubricant to make the wheels of suc- 
cess go round, while a grouch and a 
lack of interest is sand in the bearings. 

And, my boy, have initiative. Don’t 
wait for the office to suggest what is 
to be done, but think and act for your- 
self. You’re on the ground and ought 
to know what is necessary before the 
office does. Leaders are those who do 
the obvious while the other men are 
waiting for orders. The man who does 
only what he’s paid for rarely gets paid 
for more than he is doing. 

Never mind if you make mistakes. 
Learn from them but don’t grieve. A 
worm is about the only thing that can’t 
fall down. 

When you’re doing a thing concen- 
trate all your thoughts on it. The sun’s 
rays burn only when focused. 


Be prompt. Do it now. Delays are 
dangerous, opportunity may come but 
once. The only way for you to get 
through your work is to start doirg it 
—one thing at a time and sticking at 
it until it is finished. Everlast!ngly 
keeping at it with open eyes, »pen 
mind and your heart: in your wor, is 
the only way to succeed in your field 
or to develop underwriting instinct, 
which is neither second sight nor 
“hunch,” but a sort of sensitized men- 
tal plate recording thousands of im- 
pressions and producing the picture 
from which your final conclusions are 
drawn. *& 

For my closing word to you, my son, 
remember that to be satisfied with 
present results is the first step toward 
failure. Idleness will rust the most 
brilliant metal. The things you do 
and the way you do them become 
habits, habits become characteristics, 
and characteristics are the man him- 
self. Your affectionate father, 

SILAS. 


| Surplus Lines 


interest. 


London Lloyds 
Guaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 


our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. 


We invite your patronage and promise careful attention to your 


MARSH & McLENNAN 


New York Office. 54 William St. Chicago Office, 150 La Salle St. 


THE SCRANTON FIRE INSURANCE COMPANY 


SCRANTON, PA. 
«NOT THE OLDEST—NOT THE LARGEST—JUST AS GOOD” 











Agency Connection Solicited Where Not Represented 











WHILDEN & HANCOCK 


95 WILLIAM STREET, NEW YORK 


General Agents in New York and New Jersey for the 
PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Capital, $400,000 Net Surplus, $276,754 
Admitted Assets, $972,387 


Writes: Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. 8S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 








Financially able to meet its every obligation, and prompt and liberal in doing so 
INSURANCE CoO., Ltd- 


THE YORKSHIRE YS or orc cnc an 


Is now entering the Eastern States for Agency Business, appointing Representa- 
tives in the principal Cities, and will soon be prepared to consider other territory 


ESTABLISHED 1824 


The ‘‘ Yorkshire ’’ is the Oldest and Strongest of the English Fire Companies 
not heretofore represented in the United States. Ample funds have been fur- 
nished for purposes of United States deposit and investment. 
FRANK & DU BOIS, U. S. Managers, 47 William Street, New York 
New York Life Insurance & Trust Co., U. 8. Trustee, New York 
WILLARD 8S. BROWN & CO., Metropolitan District Mgrs., 1 Liberty St., New York 














100 WILLIAM STREET - «- - - 


WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 
REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 


CAMDEN FIRE INSURANCE ASS'N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsylvania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE OO., of Onle 


New York 
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“‘Every-Day Problems in the Underwriting of Mercantile Property.” * 





By Frank Lock, United States Manager Atlas Assurance Company. 





(Continued from last week.) 


General Conditions. 

We will assume that the risk tender- 
ed safely runs the gauntlet of all these 
varied requirements as quickly in the 
process as I have spoken these words 
about them. 

There yet remain many serious ques- 
tions for consideration before it can be 
decided whether the risk at the rate 
is a proper one to place on the com- 
pany’s books. 

It is obvious that the rate can take 
account of physical conditions purely, 
as accentuated or modified by locality, 
by fire protection, by water supply, by 
previous record for a term of years in 
the community. The practical under- 
writer, however, must go deeper than 
this. He must carefully consider the 
temperamental record of the locality, as 
well as of nationality and races involv- 
ed. He must consider further the moral 


hazard which exists in the business 
habits and methods of the different 
races swirling in the mighty business 


sea of this great city. To the under- 
writer a name or a locality may mean 
much. A steady old German name is 
to be favored as against a somewhat 
similar name from eastern Europe, for 
instance. Things which speaks to his 
instincts or intuitions cannot be safely 
disregarded. 

The fact that the mercantile business 
is in the name of a lady is proper sub- 
ject for a general inquiry. She may be 
a better man than her husband, or she 
may have none. But you need to be 
assured that no man is dodging re- 
sponsibility behind the lady’s name. It 
is a part of the “daily problem.” 

The underwriter should remember he 
is under no obligation to accept a risk 
for a broker or client if in his mind 
there is a doubt. The benefit of the 
doubt should be given to the interest 
which he represents, and that is the pro- 
tection of the stockholder. 

Fire and Water Damage. 

A further great consideration which 
the practical underwriter must bear in 
mind is the nature of the stock. In the 
make-up of a rate it is clear to the 
thinking mind there are three elements: 
First—Are the probabilities of fire out- 
break inherently great or remote? As, 
for instance, in the handling of celluloid 
goods, it is obvious the probabilities are 
great. Second—When an outbreak oc- 
curs, is the probability for spread of 
fire great or remote? It is obvious in 
the case of celluloid goods, or of fibres, 


that, fire occurring, the spread is apt 
to be alarmingly swift. Third—If oc- 
curring and spreading, is susceptibility 


to damage great from smoke, water, 


*Address recently delivered before the 
surance Society of New York. 


In-: 


heat or exposure? It is obvious that 
silks and satins, tobacco, cold storage 
produce, surgical instruments and the 
like are instances of things which can 
be easily and irretrievably ruined by 
comparatively little fire damage, aided 
by the other items named. Therefore, 
in the underwriting all of these elements 
must needs be taken into account, yet 
with a swiftness of thought and a cor- 
rectness of judgment that must be al- 
most instantaneous, and which can only 
be based on knowledge and experience. 

Another consideration which has 
come up in recent times is as to the 
effect of protective systems and appli- 
ances. Experience teaches that auto- 
matic sprinkler protection results, in 
certain classes, in practical immunity 
from loss. Again, there are other 
classes so exceedingly susceptible to 
even 2 small quantity of water as to 
make the smallest fire an occasion of 
heavy water damage. This considera- 
tion on a more serious scale is to be 
found in our high pressure water sys- 
tems in this and other cities. These 
systems are a great peace of mind to 
underwriters as well as to the cities 
themselves as bulwarks against con- 
flagrations and possible ruins. 

Take, however, here in New York 
city, and we find as a matter of prac- 
tical underwriting (apart from the 
somewhat remote possibility of a con- 
flagration) that the high pressure water 
system is a positive detriment; since 
its installation an analysis of our losses 
shows that within the areas protected 
the percentage of heavy damage has 
enormously increased in the relation to 
the number of outbreaks when compari- 
son is made with years before the in- 
stallation of the high pressure water 
system. This is easy to understand. 
An outbreak of fire which in olden times 
would have been handled by two or 
three engine streams, quickly extin- 
guished with little water damage, is now 
met with the terrific pressure of the 
high water system being drowned out 
on the floor of outbreak, all the floors 
below being flooded. We concede sub- 
stantial reductions in rate for the sys- 
tem, but except for the benefit of hav- 
ing a mighty protection against con- 
flagration the opinion is justifiable that 
we should be better off in the “every- 
day problem of underwriting” with the 
old lower grade service. 

Transitional Conditions. 

The business at the present time is 
transitional. We are passing from old 
conditions through many new types*to 
what may eventually evolve into settled 
conditions. Meanwhile, during the years 
of this transition, the call is for the 
exercise of wise discretion indeed on the 
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part of those whose responsibilities are 
at the counter. Sections of this city 
in which a few years ago were tie 
heavy dry goods blocks are now revo- 
lutionized into a lower and inferior or- 
der of occupancy. Old type buildings 
have been deserted for the new type 
fireproof or mill construction, automatic- 
ally sprinklered or otherwise. 

One has to be alert as to the under- 
writing features of the old and the new 
types. There are blocks which twenty- 
five years ago. were the heaviest in the 
city, whico are now negligible or are 
to be avoided. The mere transference 
of values into fireproof buildings so- 
called, does not solve the problem of 
underwriting. There has to be consider- 
ed the effect of fire upon the floors of 
this class of building. In the old type 
of building, when fire would bring one 
or more floors down it might have the 
result that out of the ruins would come 
a substantial salvage of merchandise. 
Now one sees upon the floors of fire- 
proof buildings a combustion of mer- 
chandise, so thorough and absolute that 
nothing but dust is left. In other words, 
the fireproof building ‘becomes an oven 
which stands up unimpaired while the 
work of internal combustion is made 
complete. This is an underwriting prob- 
lem, Then, too, how shall be treated 


ORGANIZATION WHOLLY LEGAL. 











(Continued from page 1.) 
ancillary methods to make their rules 
and regulations effective, it is by no 
means certain that the forced dissolu- 
tion of the Baltimore Association will 
be productive of harm instead of good 
to the community. Certainly I cannot 
advise the Governor to direct such a 
step to ibe taken in the dark. 

“It is probable, too, that there may 
be some abuses in the application of 
the ‘relief rating’ carried on to some 
extent by the Association, The theory 
of these special rates, no doubt, sprang 
from equitable considerations and pur- 
poses, but the system is too patently 
liable to abuse to be wise or safe. The 
Association declares that the tendency 
now is to abolish these rates. 

Conclusions Summed Up. 

“Accordingly, I conclude: 

“First—That the Association of Fire 
Underwriters of Baltimure City, as in- 
corporated and as organized and oper- 
ated, as far as disclosed to me, under 
its constitution and rules, is not an 
illegal combination or association. 

“Second—That the said Association 
and its operations are not injurious to 
the public and that the public interests 
GO not require thet the State take steps 
to vacate its charter and oust it of its 
franchise. 

“Your Excellency is, therefore, re- 
spectfully advised that, in my judge- 
ment, the prayer of the petition should 
not be granted.” 
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the underwriting by floors? How are 
we to construe what is one risk in con- 
nection with these modern type build- 
ings flung upward to vast heights? 
These are problems not yet worked out, 
for the solution of which we are more 
or less groping or grappling. 

Our rating systems will eventually 
hzve to be modified and changed, and 
I for one am not at all sure that we 
shall not come to a new principle of 
rating system, as modifications of those 
already existing eventually prove not to 
be ideal, or even the best that can be 
reached. 

The Future. 


As to the future, we are all of us bent 
on the betterment of the hazard. The 
great cry is a better risk at a lower rate. 
Whether this will eventually come to a 
system of prevention rather than in- 
demnity remains to be seen, but’it cer- 
tainly will not be so within the next 
few years, as up to the present all our 
preachings and teachings have not seri- 
ously reduced the fire cost. Our present 
danger is of too quick an anticipation of 
alleged improvements in reduction of 
rates. We too easily forget in the cure 
of many ills that modern methods intro- 
duce fire hazards peculiar unto them- 
selves and which we fail to penalize. 

For an intelligent dealing with future 
problems, I think that larger co-opera- 
tion of companies as to result of their 
experience will have to be aimed for. 
Certain jealousies, which have no foun- 
dation in reason, impede such co-opera- 
tion. It seem's to be thought that should 
individual companies give of the results 
of their own individual experiences such 
disclosures would effect the downfall of 
the company. I do not think we need 
be afraid to compare experiences within 
reason, and this could easily be done 
without divulging the inner results upon 
classes of any company. I am fully 
aware of the fact that it would be folly 
to attempt underwriting upon the re- 
sults shown in any classification system, 
but I do most firmly believe that we 
cannot properly construct measuring in- 
struments for fire hazards without hav- 
ing far more light poured in upon the 
question from actual results than we 
have at the present time, and companies 
should not hesitate to co-operate along 
this line. Especially is this true upon 
such a line of things as the effect of any 
pronounced change, such as the high 
pressure system, upon our individual 
losses. 

I believe you men whose business it 
is to face “every-day problems in the 
underwriting of mercantile property” 
could be made more effective than is 
the case at the present time, and our 
efforts should be directed to this end. 

As to the actual results of the under- 
writing of mercantile properties in this 
metropolitan area over a period of, say, 
twelve years, I think most of us would 
concede that it has been quite profitable. 
While this is true of the class as a 
whole, it is true in very different pro- 
portions of the several sections of mer- 
cantile property. Some have been very 
profitable; some have been heavy losers. 
These are things that should be read- 
justed. Especially is it true that there 
should be a broad adjustment in rates 
as between buildings and their contents. 
Building insurances are eagerly sougnt, 
and the reason lies upon the surface, 
that while actual rates are less than 
on stocks, relatively they are much 
higher. The costs should be readjusted 
so that relatively stocks should ‘be 
equally desirable with buildings. The 
same consideration holds good with re- 
gard to furniture and fixtures. It is 
well known that they are greatly more 
desirable as subjects of insurance than 
are stocks. An instance came to my 
notice recently where a $5,000 policy 
upon furniture and fixtures paid less 





loss than a $2,000 policy on stock in the 
same risk and at the same rate involved 
in the same fire. 

Mercantile stocks outside of New York 
city have for many years been very 
unprofitable to the companies. It is no- 
torious that other classes are penalized 
to carry the burden of the class. , 

I believe you men whose business it 
is to face “every-day problems in the 
underwriting of mercantile property” 
could advance ideas of great value as 
bearing on the several sides of rating, 
underwriting, inspection, classification 
and loss occurrence, which ideas if col- 
lated would be far more illuminating 
than any remarks of mine. Wy not 
prepare a symposium from among the 
members of your own society to de- 
velop these ideas? 





Pacific Coast Agency Change. 





Following the retirement on January 
first of George W. McNear, Jr., from 
membership in the San Francisco firm 
of McNear and Wayman, Pacific Coast 
general agents of the National Fire In- 
surance Company of Hartford, Colonial 
Underwriters and Mechanics & Trad- 
ers Insurance Company of New Or- 
leans, Willard O. Wayman and Carl A 
Henry will combine and as joint gen- 
eral agents represent the above com- 
panies and the Sun Insurance Office of 
London, Sun Insurance Company of 
New Orleans and Michigan Fire & 
Marine Insurance Company of Detroit. 





Franklin Fire in New York. 





Dating from January first the Frank- 
lin Fire, of Philadelphia, will be repre- 
sented here by Kelly and Fuller, with 
which agency W. D. Sammis, the pres- 
ent representative of the Company in 
this city will be associated. 





Wile, Loeb & Gutten have been 
given the Chicago agency of the Pre- 
ferred Accident Company of New York, 
for all lines save personal accident 
and health insurance. 





The Empire State Surety Company 
of New York, has given its Pennsyl- 
vania State agency to George D. 
Weaver, of Philadelphia. 





A plea to establish Texas headquar- 
ters at Austin instead of Dallas, is made 
to all fire insurance companies repre- 
sented in the State by the Austin Busi- 
ness League. 





The burning of the West Shenan- 
doah, Pa. breaker owned by the 
Philadelphia and Reading Coal Com- 
pany caused a loss estimated at 
$1,000,000. 





Charles Deichman, the last of a gang 
of four arsonists of Hackensack, N. J., 
was on Monday convicted by a jury and 
will be sent to join his late confed- 
erates. 





E. E. Pearce, local secretary of the 
London & Lancashire, succeeds Charles 
W. Sparks, of the London Assurance, 
as a member of the Brokerage Commit- 
tee of the Suburban Fire Insurance 
Exchange. 
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LAW ON CANCELLATIONS. 





Prominent Attorney Reviews Recent 
Maryland Court Decision on 
Subject. 





Reviewing the decision recently 
handed down by the Maryland Court 
of Appeals involving the question of 
cancellations, W. B. Ellison, a leading 
New York attorney, holds: 

“The effect of the Maryland decision 
is that the insured must have five clear 
days’ notice of cancellation and there 
must be an actual tender made to the 
insured of the unearned premium. So 
far as the Maryland court has held that 
the insured shall have five clear days’ 
notice, and that such notice shall be 
of an ‘actual cancelation as distinguish- 
ed from a mere intention of cancel, I 
am of the opinion that the court is 
in “harmony with the weight of author- 
ity in this country. 

“The language of the standard policy 
in this State provides that the insured 
shall have ‘five days’ notice.’ The law 
assumes that where no other form of 
notice is prescribed, personal notice 
shall be given. Of course, the insurer 
may give personal notice through any 
instrumentality that he may care to 
select, but he assumes the risks inci- 
dental to such medium. He may make 
personal service through some person 
selected for the purpose, or he may use 
the mails or any other means of trans- 
portation. The obligation, however, 
rests upon him to give the insured the 
requisite notice, and if he avails him- 
self of any means other than personal 
service he must take the precaution to 
see that such means will effect a ser- 
vice of the notice at least five days 
before the time fixed for cancellation, 
The insured is not entitled to credit 
himself with the time consumed ‘in 
transmitting the notice and the insured 
is entitled to the full five days provided 
for by the policy. The words of our 
form also are explicit to the effect that 
the notice in question shall be ‘of can- 
cellation’ and there is no authority for 
any notice of an intention to cancel. 

“When we come, however, to con- 
sider the alleged necessity of an actual 
payment or tender of the unearned 
premium, there is room for some criti- 
cism of the Maryland case, although it 
is in harmony with the leading case 
in the Court of Appeals in the State 


of New York on that question. With- 


due deference to our distinguished 
Court of Appeals, I am constrained to 
differ with the final conclusions of the 
Maryland court and of our Court of 
Appeals in the light of the language 
of the provision for cancellation con- 
tained in our policy. As you know, it 
is as follows: 

“‘This policy shall be canceled 
at any time at the request of the 
insured or by the company giving 
five days’ notice of such cancella- 
tion. If this policy shall be can- 
celed as hereinbefore provided * * * 
the unearned portion shall be re- 
turned on surrender of this policy.’ 
“The Court of Appeals of this State, 

in the case of Tisdell vs. The New 
Hampshire Fire Insurance Company, 
reported in 155 N. Y¥. Court of Appeals 
Reports, at. page 163, has construed 
the foregoing provision to require not 
only that the insurer shall give the 
five days’ notice of cancellation, but 
also, in order to effect such cancella- 
tion, there must be an actual refund 
or tender of the unearned premium. 
“The learned court cites with ap- 
parent approval the case of Van 
Valkenburg vs. Lenox Fire Insurance 
Company, 51 Court of Appeals’ Reports, 


165, and says, referring .9 that case: 
“In that case it was necessary 
for the defendant under its con- 


tract of insurance with the plaintiff 
either to refund or tender the un- 
earned premiums in addition to 
giving a notice of cancellation in 
order to terminate the policy. It 
claimed before the court that its 
notice that the unearned premium 


would be returned to him satisfied 
its obligation in that respect, but 
the Court held that holding the 
amount of the premium subject to 
the call of the insured was insuffi- 
cient. The company was bound to 
seek him out and tender to him 
the whole amount due.’ 


“If, as it appears, the Tisdell case 
was decided on the strength of the 
Van Valkenburg case, then with due 
deference to the prevailing opinion in 
the former case, I am constrained to 
think that the radical difference in tne 
language of the policy in question in 
the Van Valkenburg case from that of 
the standard form which was _ the 
subject of construction in the Tisdell 
case was overlooked. 

“In the Van Valkenburg case the 
provision was as follows: 

“*The insurance may also be at 
any time terminated at the option 
of the company, on giving notice 
to that effect and refunding a 
ratable proportion of the premium 
for the unexpired term of the 
policy.” 

“Under this form two things were 
made necessary, namely, the giving of 
the notice and the refunding of the un- 
earned premium. But under the pro- 
vision contained in the standard form 
two things are equally clear, namely, 
that the company may effect a cancel- 
lation by giving five days’ notice of 
cancellation and thereupon the insured 
may recover the unearned premium 
‘upon surrendering his policy.’ 

“The Appellate Division of the Su- 
preme Court of this State, in the First 
Department, in the case of Backus vs. 
The Exchange Fire Insurance Company 
of the City of New York, 26 Appellate 
Division, 91, I think, has sustained the 
construction I have placed on the pro- 
vision in question. The syllabus to the 
Backus case, and it is borne out by the 
opinion of Mr. Justice Ingraham, which 
is concurred in by Van Brunt, P. J., 
and Justices Barrett, Patterson and 
McLaughlin, reads as follows: 

“*While a policy of fire insurance 
provides that the insurer may can- 
cel it upon five days’ notice to the 
insured, and that, if it be so can- 
celed, any unearned portion of the 
premium actually paid shall be re- 
turned to the insured upon the sur- 
render of the policy, an actual and 
formal tender of the unearned pre- 
mium at the time of the service of 
the notice is not essential to a can- 
cellation of the policy on its part 
where the notice states that such 
unearned premium will be paid 
when the surrender is made.’ 

“T can but feel that the construction 
placed on the cancellation provision by 
the Appellate Division of this depart- 
ment is more in accord with the 
language contained in the provision 
itself, and if I am correctly informed, 
is strictly in accord with the intent 
of the. parties who prepared the 
standard policy. The fact, however, 
remains that the Tisdell case, until 
the Court of Appeals of this State re- 
considers the question, is the control- 
ling authority, and what was intended 
to be affected by the standard policy 
has been made inoperative by the con- 
struction placed upon the clause in 
question ‘by our highest court of 
record.” 


Goes to Home Office. 





Walter E. Mallory special agent in 
the life and accident department of the 
Travelers at Boston will on January 
1 become home office agency assistant 
in these departments. 

This promotion has been obtained by 
Mr. Mallory by reason of successful 
and satisfactory service in the field 
covering a period of years. 





Bayard T. Cowper has been anpcinted 
general agent of the Marylan'! Life for 
the eastern section of North Carolina 
with headquarters at Williamston. For 
the past six years he has been associa- 
ted with the Southern Life & Trust of 
Greensboro as superintendent of agents 
and general agent. 





TWO HUNDRED AND FIRST YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 


FOUNDED 1710 
United States Branch: 
54 PINE STREET, NEW YORK 
Western Department: 
171 La Salle Street, Chicago 


Pacific Department: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal, 


Agents Wanted at Unrepresented Points 


THE LEADING FIRE COMPANY 
OF THE WORLD 














[of Liverpool England. | 











QUEEN 


Ina. Co. of America, 
JEW YORK. 


READ THE 
EASTERN UNDERWRITER 


aie, 


Subscription Price $3 








Per Annum 











NORD-DEUTSCHE 
INSURANCE COMPANY 


OF HAMBURG, GERMANY 
ESTABLISHED 1857 
UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEHAN, Unrtep States MANAGER 
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NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
JAMES NICHOLS, President 


STATEMENT, JANUARY Ist, 1911 


ASSETS LIABILITIES 
Bonds and Stocks............. $7,491,467.60 Capital Stock.. .-..-.$1,000,000.00 
Reserve for Re-Insurance...... 6,075,294.78 


Loans on Bond and Mortgage. 1,470,175.00 emer neh ot ding I 646,089.21 


Real Estate unincumbered.... 657,740.69 Reserve for Taxes, etc.. ots 125, ‘000. 00 
Cash on hand and in banks..-. 393,990.34 Special eave! - ‘Contingent 
Cash in hands of Agents....... 778,919.71 Liabilities. . 300,000.00 


| eee 2,645, 45,909.3! 35 


$10,792,293.34 $10,792,293.34 
SURPLUS TO POLICYHOLDERS $3,645,909.35 








EASTERN DEPARTMENT 


CALIFORNIA INSURANCE COMPANY 
of San Francisco 
The record of this Company in the payment of losses has never been equalled. 


PITTSBURGH FIRE INSURANCE COMPANY 
of Pittsburgh. 
For sixty years the most prosperous Company in Pittsburgh. 
GERMAN FIRE INSURANCE COMPANY 
of Wheeling 
The oldest, largest and best Company in the State. 
The well established record of each of these Companies is 
such as to inspire confidence and command respect. 
FRANK C. STURTEVANT, Manager, Manhattan Life Building, Philadelphia, Pa. 











THE OLDEST FIRE eens COMPANY CHARTERED BY THE 
ATE OF NEW JERSEY 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 





ails ch cks. ts owned mane siebes $1,083,679.19 
LIABILITIES--EXCEPT CAPITAL iron tes 379,793.79 
SURPLUS TO POLICYHOLDERS..... $703,885.40 


Respousible Agents wanted in Cities and Towns where 
Company is not now represented 


EDGAR J. HAYNES, Jr., Pres. THOMAS L. FARQUHAR, Secy. 
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CASUALTY AND 


SURETY HAPPENNIGS 











URGED BY THE PRESIDENT. 





Chief Executive of Nation Addresses 
Congress Upon Employers’ Lia- 
bility Litigation. 





In his recent address to Congress 
President Taft had the following to say 
regarding the liability of employers for 
injuries to their employes: 

Employers’ Liability. 

“The limitation of the liability of the 
master to his servant for personal in- 
juries to such as are orcasioned by his 
fault has been abandoned in most civ- 
ijized countries and provision made 
whereby the employe injured in the 
course of his employment is compen- 
sated for his loss of working ability ir- 
respective of negligence. The principle 
upon which such provision proceeds is 
that accidental injuries to workmen in 
modern industry, with its vast com- 
plexity and inherent dangers arising 
from complicated machinery and the 
use of the great forces of steam and 
electricity, should be regarded as risks 
of the industry and the loss borne in 
some equitable proportion by those who 
for their own profit engage therein. In 
recognition of this the last Congress a.- 
thorized the appointment of a commis- 
sion to investigate the subject of em- 
ployers’ liability and workingmen’s com- 
pensation and to report the result of 
their investigations, through the Presi- 
dent to Congress. This commission was 
appointed and has been at work, hold- 
ing hearings, gathering data, and con- 
sidering the subject, and it is expected 
will be able to report by the first of the 
year, in accordance with the provisions 
of the law. It is hoped and expected 
that the commission will suggest leg- 
islation which will enable us to put 
in the place of the present wasteful 
and sometimes unjust system of em- 
ployers’ liability a plan of compensa- 
tion which will afford some certain and 
definite relief to all employes who are 
injured in the course of their employ- 
ment in those industries which are sub- 
ject to the regulating power of Con- 
gress. 

Cost of Litigation. 

“In promotion of the movement for 
the prevention of delay and unneces- 
sary cost, in litigation, I am glad to 
say that the Supreme Court has taken 
steps to reform the present equity 
rules of the Federal courts, and that 
we may in the near future expect a 
revision of them which will be a long 
step in the right direction. 

“The American Bar Association has 
recommended to Congress several bills 
expediting procedure, one of which has 
already passed the House unanimous- 
ly, Feb. 6, 1911. This directs that no 
judgment should be set aside or re- 
versed, or new trial granted, unless it 
appears to the court, after an exami- 
nation of the entire cause, that the 
error complained of has injuriously af- 
fected the substantial rights of the par- 
ties, and also provides for the submis- 
sion of issues of fact to a jury, reserv- 
ing questions of law for subsequent 
argument and decision. I hope this 
bill will pass the Senate and become 
law, for it will simplify the procedure 
at law.” 





Must Hold Certificate. 





William C. Mulvey, resident manager 
here for the Maryland Casualty Com- 
pany, has notified the brokers of Great- 
er New York to the following effect: 

“The Insurance Law of this State, 
Section 142 (added by Chapter 78 to the 
Laws of 1911 and effective January 1, 
1912) provides that no person, partner- 
ship, association or corporation shall 


act as broker in the solicitation or pro- 
curement of application for insurance 
or receive for services in obtaining or 
placing such insurance any commission 
or other compensation from any com- 
pany or underwriter or agent thereof 
authorized or permitted to transact 
business in this State, without first pro- 
curing a certificate of authority so to 
act from the Superintendent of Insur- 
ance. 


“In accordance with this law, I have 
to advise you that this Company is not 
permitted to pay you any commission 
on business effective after January Ist 
unless to have procured such certificate 
of authority from the Insurance Depart- 
ment of this State. 

“It is necessary in.order to obtain 
such certificate to make application on 
a blank form furnished by the Depart- 
ment. This application may be obtain- 
ed from the New York branch of the 
Department, at No. 165 Broadway, New 
York city.” 





FUTURE OF INDUSTRIAL BUSINESS 





Effect of Workmen’s Compensation on 
Those Lines and Comparative 
Cost. 





What will “Workmen’s Compensa- 
tion” mean to industrial accident and 
health insurance, when compensation 
laws have been enacted in most of 
the States—as they probably will be? 
Will it kill the Industrial? Will it 
seriously affect it, or will it help it? 
These questions are asked by a writer 
in the National Record, who proceeds 
to answer them: 

“In order to properly measure its 
effect, we must first determine just 
what it is. The law recognizes that 
hazard exists with occupation, and that 
death, dismemberment, permanent im- 
pairment and temporary loss of time are 
the natural and inevitable toll of 
hazard. Therefore to relieve society 
of this burden, the law contemplates 
that the industry shall care for its 
own victims, hence workmen’s compen- 
sation. Thus we find it to be but a 
limited form of protection, and of the 
exact character now sold by industrial 
companies without limit. Industrial 
companies have been preaching tie 
gospel of protection against these same 
hazards for many years. Now the law 
says some protection must be carried 


and given. But just what does it 
amount to? Just this: Men are sup- 
posed to work 48 hours every week, 


but they don’t average that much, be- 
cause holidays and the average dis- 
ability from illness and injuries other 
than occupational must be deducted, 
leaving not more than 33 ‘hours per 
week covered by compensation laws, 
and then only for injuries occurring 
while engaged in duties of occupation, 
and not at all for sickness. This leaves 
135 hours each week not covered for 
accident, and 168 hours each week not 
covered for sickness. Can ‘Compensa- 
tion’ do otherwise than help sell Na- 
tional policies covering every hour of 
every day against all disability or loss 
occasioned by accident of illness? 
“How about cost? Rates for ‘Com- 
pensation’ in the States where laws 
have been passed are from five to 
fifteen times as much as they were for 
employers’ liability. Now stop and get 
the force of that. Liability insurance 
gives nothing but immunity from law- 
suits. ‘Compensation’ gives a limited 
something, but the rates had to go up 
1.000 per cent. to furnish an adequate 
premium. ‘Compensation’ furnishes 
more specific but less monthly indem- 
nity than an industrial policy. ‘Com- 
nensation’ covers only one-fifth of a 
man’s time for accident, and none of 
it for illness. ‘Compensation’ rates for 
the employer are almost prohibitive. 
Industrial rates remain the same.” 





WOULD AMEND LAW. 





Suggested Alterations in New York 
Statute to Overcome Courts’ Objec- 
tion to Wainwright Measure. 





To overcome the objection of the 
courts to the Wainwright law of New 
York State, which was held to be un- 
constitutional by the Court of Appeals, 
Francis L. Stetson has proposed the en- 
actment of the subjoined as an amend- 
ment to the workmen’s compensation 
law: 

(a) The Legislature may require em- 
ployers, or employers and employes 
jointly, to make provision for, and to 
pay reasonable compensation regardless 
of fault to employes on account of in- 
juries suffered by them by accident aris- 
ing out of and in course of employment, 
or to the dependents of any such em- 
ploye dying from such accident. 

(b) To assure the payment of such 
compensation the Legislature may pre- 
scribe or approve methods of insurance 
which may or may not include the mu- 
tual association of persons responsible 
for, or all persons entitled to such com- 
pensation, or both with or without 
others. Any employe so insured may 
be relieved from personal responsibility 
for such compensation. 

(c) No civil proceeding other than as 
authorized by a compensation law shall 
be maintained in respect of any acci- 
dent covered thereby. 

(d) In the exercise of the powers 
herein conferred the Legislature shall 
not be affected by antecedent provisions 
of this constitution requiring trial by 
jury and forbidding limitation of the 
amount recoverable in the case of in- 
jury resulting in death. 





W. J. GARDNER’S NEW CONNECTION 





Becomes Assistant United States Man- 
ager of the Ocean Accident & 
Guarantee Corporation. 





To accept the assistant United States 
management of the Ocean Accident & 
yuarantee Corporation, William J. Gard- 
ner will, on the first of the year, resign 
his connection with the Commercial 
Casualty of Newark, of which Company 
he has been vice-president and general 
manager for the past two years. 

Mr. Gardner has had an unusually 
wide experience in liability insurance 
having represented the Aetna Life, first 
as Pacific Coast manager and subse- 
quently for some years as head of its 
New York city department. He is, 
moreover, an excellent judge of men, 
and will prove a highly efficient aid to 
yeneral Manager Ising in directing the 
business of the British corporation. 





W. J. Moore Dead. 





Death claimed Water J. Moore, vice- 
president of the Empire State Surety 


Company of New York, on Saturday 
last. In his 52nd year Mr. Moore 
had long been identified with insurance 
interests, first with the American Sure- 
ty and later with the Empire State Sure- 
ty companies. He specialized on con- 
tract business, and with remarkable 
success. 


Modest, straight-forward and loyal to 
the core, Mr. Moore was highly regard- 
ed by the fraternity, and fully deserved 
all the good things said of him. His 
death is a distinct loss to his Company 
and to the insurance business as a 
whole. 





ROYAL INDEMNITY CHANGES. 





Charles F. Frizzell Comes from South- 
ern Department to be Executive 
Superintendent. 





Following a recent trip to Atlanta by 
Manager Charles H. Holland of the 
Royal Indemnity Co., several changes 
were made in the staff of the Southern 
Department of the Royal under Mana- 
ger Milton Dargan. Assistant Secre- 
tary Charles F. Frizzell of the Atlanta 
office will on the first of the year come 
to the head office in New York as ex- 
ecutive superintendent. Mr. Frizzell 
has made an excellent record for him- 
self in the Southern Department, hav- 
ing originally been a special agent for 
the Royal Insurance Co. He will be 
succeeded by T. W. Rucker, who is al- 
ready a member of Manager Dargan’s 
staff. 


Western Casualty Expands. 

The Western Casualty and Guaranty 
Co., of Dallas, Texas, has just added 
steam boiler to its other lines and is 
planning an enlarged inspection ser- 
vice for its liability business under H. 
L. Hart as manager of the engineering 
and inspection work. W. A. Parke of 
Philadelphia has joined the Company’s 
staff in the bond department. 





Exchange Idea Bureau. 





Appreciating the benefits accruing 
from a free interchange of ideas the 
Industrial Department of the Great 
Eastern Casualty Company, of New 
York city, has established an Exchange 
Idea Bureau to which will be sent any 
new or novel ideas concerning the 
conduct of the business. 

Incidentally the Company has in pre- 
paration and will shortly issue two new 
policy forms, together with a revised 
manual of classifications and rates. 





E. O. McConnell & Company of this 
city, New York State agents for the 
Equitable Surety of St. Louis, have 
appointed R. L. Kinne, of Utica, the 
Company’s representative for Oneida 
county. 
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- THE DISTRICT MANAGER AND HIS WORK* 





The successful district manager is 
a man of energy and ability. As a 
rule ‘the starts in the business of acci- 
dent and health insurance with more 
energy than ability, but as the former 
is used the latter is developed, and 
in a few short years he is the proud 
possessor of those two enviable quali- 
ties which are the foundation stones 
of every successful career. 

His duties are both numerous and 
strenuous, and much is expected of 
him; yet, on the whole, his work is 
so interesting and so fascinating that 
he is literally wrapped up in it. He 
knows what business handicaps and 
obstacles are and yet has never tasted 
defeat. He knows the joy of doing 
big things, closing big deals, producing 
big results, and with it all that blessed 


stimulus of discontent which daily 

inspires him on to bigger things, 
bigger deals and bigger results. 
Organize and Develop. 

He is the company’s manager over 

a certain district—its leading repre- 

sentative therein—to speak and act 


and judge in its stead. The company’s 
agents and policyholders look to him 
for advice and information—he is the 
arbiter of their quarrels and troubles, 
their court of last resort, their foun- 
tain of encouragement, their source of 
inspiration and enthusiasm. 

So much for the man—now what of 
his work? 

His work is to organize and develop 
the territory assigned to him. The 
company requires him to do. these 
two things. The requirements are few 
fn number but much in fulfilment. Most 
men fail because they don’t, and not 
because they can’t perform—energy, 
you know, is a factor. 

In the following chapters 
set forth some ideas and methods 
which, if properly used, are bound to 
prove helpful to any district manager 


we shall 


in the organization and development 
of his territory. We urge every dis- 
trict manager, whether new or old in 
the Company’s employ, to put these 


methods to actual test in his territory, 
for they have been worked successfully 
for years by some of the best insurance 


men in this country and will work 
now in any territory. 
Please understand that we present 


below only such methods as have been 
actually used—every one of them has 
stood the test of actual practice and 
proved its right to special recognition 
and that this is the most complete and 
elaborate compilation of such valuable 
information ever published. 
Organization of a Territory. 

The chief distinction between a 

successful and an unsuccessful district 


mianager is that one solves and the 
other doesn’t solve the problem of 
organizing his territory so it will pro- 


duce . business in paying quantities. 
This problem, then, is of the greatest 
importance, and we must study it from 
every conceivable viewpoint. 

The first thing for a district manager 
to do is to procure aS many sub- 
agents as possible to work under his 
supervision and personally solicit ap- 
plications for insurance. There is no 
way around it—he must procure sub- 
agents. The great question is—how 
can he get them? 

All district managers realize the 
importance of this, but many say, “It 
is impossible to get sub-agents in my 
territory” Such talk is all rot—an 
admission of lack of initiative, energy, 
persistence and ability. We know that 
sub-agents can be procured in any 
territory if the right methods are used, 
and in the hope of assisting every 
district manager to greater success 
along these lines* we enumerate below 

‘Note —From the District Manager and his 


Work published by the United States Health 
and Accident Co, 


eight different plans which have been 

successfully used, and we forcefully 

recommend their adoption and trial. 
“Want Ad.” Plan. 

Carefully study the “Want Ad.” 
columns of your daily or weekly news- 
papers and you will there frequently 
find advertisements of men who are 
seeking employment. Promptly write 
each of such men a letter stating—(1) 
that you have noticed his advertise- 
ment for employment; (2) that you as- 
sume he is desirous of engaging in some 
occupation which has opportunities for 
future advancement; (3) that you are in 
need of another man who can sell, or is 
willing to learn to sell, accident and 
health insurance; (4) that the business 
offers great opportunities to men who 
are willing to work; (5) and that you 
will gladly consider his appointment as 
a regular agent if he will call at your 
office or residence and furnish satis- 
factory references as to his character, 
etc. 

Do not expect to hear from every 
such letter you write, for you won't. 
You will, however, get some replies, 
and these you should “follow up” by 
going to see the parties and attempt- 
ing to induce all desirable ones to be- 
come gsub-agents. Oftimes some will 
follow the suggestions contained in 
your letter and call at your office or 
residence to investigate your propo- 
sition. Then is the time for you to 
get in your good work on all desirable 
applicants. Show them how enthusi- 
astic you are over the business, the 
hig opportunities it offers to men of 
energy, the excellence of your policies 
and their small cost to the assured, 
the company’s high reputation and 
financial standing, the company’s 
methods of instructing new agents and 
helping them to succeed, and then im- 
press upon them the large amount of 
money they will make in commissions 
on every policy sold. 

If one interview is not enough, see 
them again and again and keep ever- 
astingly at it until you get them thor- 
roughly convinced that the accident 
and health insurance business is the 
only ‘business for them and make 
orrangements with them to ‘become 
agents. 

Note—Hundreds of agents have been 
“found” through this method, including 
one man who is now a district man- 
ager over one of the company’s largest 
and best-paying agencies. 

The Circular Letter Plan. 


Prepare a brief form of circular 
letter stating that you have an ex- 
cellent opening for a man who desires 
te enter the accident and health in- 
surance business, and inquiring if the 
person addressed would not be inter- 
ested to-take up the work. 

The following form of circular letter 
is suggested: 

Mr. John Doe, 
936 Holt St., 
Detroit, Mich. 
Dear Sir: 

The Company has a 
proposition to offer you ‘whereby you 
may be able to make more money 
than in your present line of work and 
in a business which offers most ex- 
cellent opportunities for your future 
advancement. It would like to employ 
you as an agent to sell its accident 
and health insurance policies and is 
willing to teach you the business if 
you can furnish satisfactory references 
as to character, etc. 

No past experience in the business 
is required. Only a_ willingness to 
work is necessary to insure vour suc- 
cess. Liberal commissions will be paid 
you from the start and the comnany 
will help you in every way possible to 
succeed. 

If you are interested, nlease call at 
my (office or residence) and IT will 
gladly explain the matiter in detail. 

Yours very truly, 

District Manager. 

are not interested 


P. S.—If you in 


this matter, pease hand this letter to 





some friend whom you would like to 
favor. 

Here’s another form of circular letter 
which has been successfully used: 

Mr. John Smith, 
Albo, Ohio. 
Dear Sir: 

Are you satisfied with the wages you 
are making? ; 

There is no business which will pay 
you so much for first efforts and so 
quickly establish your permanent finan- 
cial independence as selling accident 
and health insurance on the dollar-a- 
month plan. 

We offer you a chance to make more 
money now without giving up your 
present position, and then, after you 
have tried our plan, you may decide 
for yourself whether you will devote 
your entire time to our business. 

We want you—right now—to become 
our agent in your town. It means a 
spendid ‘business opening for you. 

Our policies are liberal and easy to 
sell, and it won’t take you long to 


establish a business which will pay 
you a big income. We have agents 
who were formerly engaged in your 


present occupation and who are now 
making more money than they could 
possibly earn in any trade. Is there 
any reason” why you could not do 
likewise? 

Please let us know 
consider our offer. 

Yours very truly, 
District Manager. 

P. §.—If you're not interested, please 
hand this to your best friend. 

Send either form of circular letter 


if you will 








to about 60 different men each week. 
A good plan is to refer to your city 
directory or published list of voters 
and send said letter only to such 
persons as you think may be interest- 
ed, having in mind that any man eAarn- 
ing not more than $100 to $200 a month 
is a good prospect. Send it to black- 
smiths, carpenters, machinists, masons, 
clerks, painters, janitors, bookkeepers, 
mail-carriers, printers, etc.—you never 
can tell in what occupation you will 
find a good agent, so try them all. If 
you don’t get a reply to the first letter, 
send “follow-up” letters a week or ten 
days apart. As the replies come in 
go and see the parties and make ar- 
rangements with all the desirable ones 
you can to devote all or at least part 
of their time to the work. Keep at 
it until results come. 
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SPECIAL TALKS WITH LOCAL AGENTS | 





Burglary insurance that 


Burglary for so long a time was 
Condition in a demoralized condi- 
Improved. tion in matters of rates 


and also much confused 
by policy provisions that were intended 
for purposes of competition rather than 
to add to the protection of the insured, 
has made a decided advance recently. 
By co-operating with the bankers, the 
burglary underwriters hope soon to be 
issuing to all banks the same policy ex- 
actly, with the same terms and condi; 
tions. That is a great step and it is 
only a beginning. 

Recently the rates on some classifica- 
tions were adjusted and many changes 
made in the manual all tending toward 
uniformity. Credit for this work is due 
to the Burglary Underwriters Associa- 
tion, and it is noticeable that whenever 
the underwriters themselves get to- 
gether, some good comes out of it in 
the direction of improving the indemnity 
to the insured. 

Men in the field, who have neglected 
burglary insurance because they were 
discouraged with conditions in the past, 
can take the business up with enthusi- 
asm now, for it has been placed on a 
firm basis. 

* * J 

Conservation is becoming 

Conservation one of the great topics 
Asa Problem in all gatherings of busi- 
of Business. ness men. Not con- 

servation of natural re- 

sources, where the movement first 
started, but conservation as applied to 
everyday business. Wherever a busi- 
ness operation comes to an end without 
accomplishing anything, there exists a 
waste in time, effort and usually ma- 
terial also. The effort to prevent this 
waste and to conserve business energy 
is the modern movement in business. - 

As applied to insurance, conservation 
is a very important thing. The move- 
ment is aimed chiefly at the lapse ac- 
count. Where all the machinery that 
enters into insuring a man is put into 
operation and then the account lapses, 
there is a tremendos waste all along 
the line. This idea has not yet come to 
be realized in personal accident or gen- 
eral casualty lines, but it doesn’t require 
an efficiency expert to reveal the waste 
and it cannot be attacked too soon. The 
discontinuance of insurance or even the 
shifting of lines cannot be made without 
that inevitable waste. 

But business is too brisk and competi- 
tion too keen for anybody to stop and 
consider that trifle; that is, just yet. 
But it isn’t too soon to recognize the 
tendency and to prepare for the inevit- 
able._ Accounts move less frequently 
and are “lifted” with more difficulty 
each year. There is a leveling of the 
whole business and more solid stability. 
The immediate advantage is no longer 


as important an the ultimate result. 
* * * 


The entrance of a number 

General of additional companies 

Casualty into the general casualty 

Awakening. business has made com- 

petition keen in all lines 
and little rumblings of discontent are 
beginning to be heard from the field. 
“Things ben’t as they used to be” and 
“Them wuz the happy days” are always 
the burden of the song when competi- 
tion gets pretty stiff. Now this hark- 
ing back to a better time is a pleasant 
delusion and has no bearing on the 
facts. The casualty business has just 
begun to grow. That’s the reason all 
of the companies want to get into mul- 
tiple lines. 

It’s only a few years ago that you had 
to carry a blue print around with you 
to get the prospect to understand what 
you were driving at when you talked 
some lines of casualty and liability in- 
surance. That time is past and now 


your man not only understands you but 
he is apt to have a few ideas of his own 
about bis insurance. 

That is a healthy sign. It means an 
awakening in casualty and liability in- 
surance and an awakening can mean 
nothing else than greater business. 
When will the local men get to under- 
stand that? The hardest work in any 
line is the missionary work. The real 
profits for the field men are coming, for 
easualty and liability insurance have 
only just come to be recognized as 
among the fundamentals of business 
stability. 


The average agent for 

Fidelity Bonds a bonding company 

Are Usually doesn’t seem to real- 

Too Small. ize that the company 
has a right to expect 
an adequate amount of insurance on all 
of its fidelity business. It is possible 
for an establishment even where all of 
the employes are bonded, as in a bank, 
to carry such small amounts on each in- 
dividual that it amounts to an injustice 
to the bonding company. 

The principle is one well recognized 
in the fire insurance business. The 
eighty per cent. co-insurance clause is 
put into commercial policies as practi- 
cally a penalty for underinsurance and 
in case of a loss the insured stands his 
share of it. 

In fidelity business the question as to 
what constitutes an adequate amount is 
to be determined on the greatest amount 
of loss that an employe could cause to 
the employer at any one time or over 
a given period. If an employe who 
daily handled thousands of dollars or 
goods or securities to that value, was 
vonded at $1,000, it would be inadequate 
insurance. Suppose, for instance, all 
fidelity bonds were proportionately low. 
Then every loss that the company ex- 
merienced would ‘be practically a total 
loss. 

One can see readily that a bonding 
company is entitled to receive a prem- 
ium in some reasonable proportion to 
the risk involved. 





Draw the Line Close. 





As the result of the enactment of the 
employers’ liability and workmen’s 
compensation act, test of the legality 
of which is now under way in the Ohio 
Supreme Court, the Ohio Manufactur- 
ers Association has adopted a resolu- 
tion that no person who drinks any in- 
toxicating liquor during hours of duty, 
which is construed to include the meal 
hour, shall be employed in any plant 
owned by a member of the Association 
after January 1. The rule is adopted 
to minimize chances for accident. 





Resigns General Management of Em- 
ployers’ Liability. 





Following the resignation of S. Stan- 
ley Brown as head office general man- 
ager of the Employers’ Liability Assur- 
ance Corporation of London, W. E. 
Gray, the former assistant general man- 
ager and secretary of the corporation, 
has been chosen to the office. 





Plate Glass Men Meet. 





At a meeting of the Plate Glass Ser- 
vice and Information Bureau last week, 
the Employers’ Liability Assurance 
Corporation was elected to member- 
ship. The latter company will com- 
nee writing plate glass after Janu- 
ary 1. 





Globe Indemnity Co. 





Entry into Illinois and the District of 
Columbia has been secured by the Globe 
Indemnity Company of New York. Its 
business in the first named field will be 
handled from the department headquar- 
ters at Chicago, while W. H. West will 
be its Washington representative. 





Southwestern Casualty 
INSURANCE COMPANY 


SAN ANTONIO, TEXAS. 


Capital and Surplus $290,000.00 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 








Agents wanted everywhere in the State of Texas, for 
Accident, Plate-Glass, Burglary and Bonding Lines. 








cuexrs . “F, & D.” GUARANTEE terest 
vite ©. & D. ore 
NG US? 


{ Fidelity and Surety, Accident and Health, 
WE WRITE | Burglary, Plate Glass, Liability, Auto’ 


$6,904,365.36 


ORGANIZED, 1899 ASSETS - - =. 

HOME OFFICE: BALTIMORE 

Fidelity and Deposit Co. QE MARYLAND 
EDWIN WARFIELD, President 

We Do Business Everywhere 


NEW YORK CASUALTY OFFICE, 84 William Street NEW YORK SURETY OFFICE, 2 Rector Street 
Phone: John 2432 Phone: Rector 2000 














LONDON (UARANTEE AND ACCIDENT CO., Ltd. 


OF LONDON, ENGLAND 


Head Office F, J. Walters 
CHICAGO Resident Manager 


a 55 John Street 
F. Ww. LAWSON New York 
Gen’l Manager bormeae 
Sg seems Elmer A. Lord & Co. 
145 Milk St., Bostor 
Resident Mgrs. ———_——— 
—x -New England 





Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 


Established 1869. 


Fidelity and Surety Bonds 


INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


CASH CAPITAL - - $300,000 
HOME OFFICE: 15 EXCHANGE PLACE 
JERSEY CITY, N. J. 


The only Surety Company Organized under Laws of New Jersey 
This Company is not a party to any agreement for control of rates 


























Liability Accident 
Boiler Disability 
Plate Glass Fly Wheel 


Automobile Liability and Defence 
Employers’ Compensation 
Industrial Insurance 


Casualty Company 
of America 


HOME OFFICE . NEW YORK 
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Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,900,000 SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches fer PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 











WESTERN STATES LIFE INSURANCE COMPANY 


HOME OFFICE, SAN FRANCISCO 
WARREN R. PORTER, President 


Capital and Surplus Fully Paid in Cash - $1,355,516.99 
Policies up to the minute, over 3,000 ««BOOSTER”’ Stockholders. 
Desirable territory open in Coast States for ««LIVE WIRES.” 
Address; H. J. SAUNDERS, 2nd Vice-President and Manager of Agencies 
SAN FRANCISCO, CALIFORNIA 


First-Ciass General Agency Propositions are now Open in Texas, Utah, 
Oregon, and Southern idaho for the Right People. 

















The fjeneral Accident 


FIRE and LIFE 


SOHN A. RELLY. = {JOINT UNITED STATES MANAGERS 


VERY form of Health and Accident Insurance issued by any other 
reputable Company, and many forms not issued by any other 
Company. 
Combination Health and Accident Policies, or Accident Separately. 
Weekly Payment Insurance conducted along the lines of Industrial 
Life Companies. 

Special Inducements offered to Business and Professional Men, 
Housewives and Domestics, and Miners. 

Railroad Installment provided for on the Pay Order Plan of Four, 
Six and Eleven Payments as desired. 





Men With Ginger Can Get The Most For It With The GENERAL 
A RRRRRRRRRRRRRRRRRRRRRRRRRRRRRIENE 





Assurance Corp. ta. 








WANTED 


INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” Openings of every kind 
in many fields. 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 


1307 McCORMICK BLDG., CHICAGO, ILL. 
WILLIAM T. SMITH, Secretary 








Insurance for Bachelors, Men of Means, 


Objections to Life Insurance. 


How Much Insurance Should a Man Have. 





AGENCY ARGUMENTS 


AND 


PRINCIPLES OF LIFE INSURANCE 


By HENRY MOIR 
Table of Contents Includes The Following: 


Part II.—Principies of Life Insurance. 


Mortality Tables. 

Premiums for Various Forms. 

Cost and Selling Prices. 

Sub- — Risks and Hazardous Occupa- 


Methods ‘of Treating Sub-standard Risks. 
Reserves and What They Stand For. 
Surrender Options. 


Part I.—Agency Arguments. 


Debtors and Creditors, Partners, Women | 
and others, 


Insurance on Life of Another. } Dividends (Bonuses) and Their Sources. 
| Supervision. 
Collective Insurance. Annual ‘Statements. 
Comparisons 
Annuities. Definitions of Words. 
Valuable Work for General Agents and Solicitors. 
PRICE $1.00. Special Prices for Quantities 


Address ‘“THE EASTERN UNDERWRITER,”’ 105 William St., New York City 








SCRANTON 
Lire 


Wants a good man, NOW, for im- 
portant well-paid work. Address 
with references 


WILLIAM E. NAPIER, Secretary 
SCRANTON, PA. 








Cc. E. RAWSON, President 
W. A. HARBAGCH, Secretary 


YOU KNOW US 


IF YOU DON’T, WE BETTER GET ACQUAINTED 


December 28, 1911. 








It won’t do any harm to broaden your acquaintance among 
the life companies, then if you want to make a change, now or 
later, you'll know where to turn, to clasp hands with success. 
Right now we have a State Manager position open in Nebraska and 


‘So. Dakota, for the right men; and splendid territory open in other 
States. If you would get acquainted with us, our “Dandy Line” of 


policies, our splendid agents’ contracts, and our fair and liberal 


treatment, you would be just as enthusiastic as we are. 


All correspondence confidential. 


DES MOINES LIFE INSURANCE CO. 


Des Moines, Iowa 














VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FOoORn-— 


LIFE INSURANCE AGENTS 
“REBATING YOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ”’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAYING” 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“K STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 


Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 


we are agents. 


Samples of any or all of the above sent upon receipt of 25c. 
postage. 


Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 

















